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DISCUSS AGENCY: 
COMPANY RELATIONS 


New York State Association of Fire 
Agents Hears Frederick W. Day, 
of Royal 


PLEA FOR CO-OPERATION MADE 


Local Agents Must Keep Step With 
Modern Progress in Fire Under- 
writing 


The New York State Association of 
Local Fire Insurance (Agents met in 
Utica, June 10-11, and one of the fea 
tures was a talk by F. W. Day, assist- 
ant manager of the Royal Insurance 
Company, on “The Relations of Com- 
pany and Agent as Affected by Pres- 
ent Conditions.” Mr. Day, who is 
chairman of the company’s New York 
State committee, said: 

“In the inception of the agency busi- 
ness in this country, and for many 
years thereafter, agency representation 
was of the simplest character. The re- 
lations of company and agent were gen- 
erally of a personal and often of a con- 
fidential nature, and there were no 
such disturbing and perplexing prob- 
lems as are today demanding our at- 
tention and taxing our ingenuity, and 
which, in our attempts to solve, are se- 
riously affecting if not actually threat- 
ening to destroy those happy condi- 
tions which formerly existed. 

Let us consider, briefly, a few of the 
present features of our business which 
have changed its simple character, and 
the incorporation of which into prac- 
tice has resulted in a situation where 
companies and agents often appear in 
more or less contradictory relations to 
each other. Perhaps nothing has been 
more responsible for many of our pres- 
ent difficulties than: 

First: Thecreation and maintenance 
of so-called “preferred” classes which 
has and always will result in disturbed 
conditions and for which agents and 
companies alike are responsible. 

Agents have opposed efforts of com- 
panies to stabilize the business by re- 
moving this potent incentive to excess 
commissions with its attendant train 
of evils, but it may well be urged that 
it could hardly be expected that agents 
would go out of their way in directions 
calculated to unfavorably affect their 
income unless they were able to look 
at the situation from the broad view- 
point of ultimate benefit to the busi- 
hess in which they would later share. 

Neither have the companies been 
blameless in this matter, usually a'‘low- 
ing their immediate interests to be 
paramount, thus paving the way [or the 
rapid expansion of the mutual prin- 
ciple of insurance which has been such 
a feature of recent years. 

Efforts that have recently been made 
in this State with the object of at 

(Continued on page 13.) 
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THE HOME 


NEW YORK 


ELBRIDGE G. SNOW, President 


An agent who delivers the best indemnity in the 
market, at the same price as other kinds not so 
sure in event of calamity, is in a position to 
attract, retain, and increase the business of his 


office. THINK IT OVER. 




















North British 
and Mercantile 
Entered — States | nsurance Co ° 


Established 1809 





Policyholders protected by nearly $9,000,000 United 
States assets, with further guarantee in every policy, 
of protection by entire fire assets of the com- 
pany which are many times larger. 








State Mutual Life Assurance Co. 


-OF 
WORCESTER, MASSACHUSETTS 
INCORPORATED 1844 
BURTON H. WRIGHT, President 
January 1, 1915 


$46,516,911.00 
43,315,986.56 





Surplus (Mass. Standard) 
INSURANCE IN FORCE 


Substantial gains made in all departments. 
New policy contract, embodying every up-to-date feature. 
Increased dividend scale in which all policies share. 


3,200,924.66 
$179,895,636.00 


Occasionally we have an opening. 
EDGAR C. FOWLER 


Superintendent of Agencies. 











$3.00 a Year; 15c. per Copy 
AMENDMENT TO 
WISCONSIN BILL 


Penalty Clause Providing Payment of 
Back Taxes and Fees if Com- 
panies Go Back 
1914 WRITINGS IN WISCONSIN 
List of Companies Which Withdrew in 
1907 and Those Remaining in State 
—Bill Pending Some Months 


Of the thirty bills or amendments 
which have been introduced in Wis- 
consin an amendment to the Bosshard 
measure attracted the attention this 
week of life insurance men who are 
watching developments which may lead 
to a number of companies returning to 
Wisconsin. 

This amendment adds a _ penalty 
clause providing for the payment of 
back taxes and fees for years during 
which the companies have been out 
of the State 

The Bosshard pending 
in Wisconsin o! months It 
modifies the 
Wisconsin in 1907 which dr 
that State more than a score f 
eign companies. The chief features of 
the 1907 legislation were tl limita- 
tion of expense provision an 
ment of unusually 

When the acts of 1907 were 
there were more than thirty con 
writing business in the State 


Companies Which Withdrew 


The following con panies are 


n il Man 
Minnesota 
Phoeni Mutual 


Des Moines Life, Central Life of 

In Wisconsin last year six Wisconsi 
companies and the State Fund 
$17,193,166 of in 
panies 
State Fun 


insurance 1 forces oat, 


1914 Writings 
Some of the large writers in 1914 
follow: 
Wis. Writ- In Force in 
ings 1914 Wisconsin 


$1,753,929 $12,549,803 


Aetna Life 2 
Bankers Life 2 50 17,302,500 
Centr. Life 5,627,499 10,802,199 
Metropolitan . 6,435,490 39,976,000 
New Eng. Mutual 1,410,471 8,006,929 
New York Life 4,547,658 41,218,015 
Prudential 11,360,000 53,788,000 
Travelers 1,957,376 7,029,527 

The leading Wisconsin Company the 
Northwestern Mutual Life, wrote $10,- 
303,520 in the State last year. 


| 
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THE SAN FRANCISCO PROGRAM 
TALK DISCUSSIONS 


How to Get Agents and 
Presented 


“SELLING 


Views on 
Train Them Will Be 
By Experts 


The National Association of Life Un- 
derwriters is planning to make its San 
Francisco convention of August 10, 11 
and 12 the most nelpful and important 
ever held. It has asked that no private 
luncheons or entertainments be planned 
by association men which will interfere 
with the sessions of the convention. 
The same request has been made of 
company officials with regard to agency 
meetings. Friday, August 13, has been 
specially reserved for agency meetings. 

The complete program of the conven- 
tion follows: 

Tuesday Morning, August 10 

Invocation by Rev. F. W. Clampett, 
chaplain of the San Francisco Associ- 
ation. Addresses of welcome by Charles 
‘C. Moore, president of the Panama- 
Pacific International Exposition; Mayor 
James Rolph, Jr., of San Francisco; H. 
R. Hunter, president of the San Fran- 
isco Association. 

Roll call of delegates, reading of min- 
utes of previous convention, reading of 
special communications, President 
Hugh M. Willet’s address, addresses of 
Vice-Presidents Edward A. Woods, 
Pittsburgh; J. N. Russell, Jr., Los An- 


geles; A. J. Meiklejohn, Ottawa. Next 
will come announcements, then the re- 
ports of Secretary J. Henry Johnson, 


Oklahoma City; Treasurer H. Wibirt 

Spencer, and chairman of the Executive 
Committee, Lee C. Robens, Hartford. 

Tuesday Afternoon 

Report of Education and Conserva- 

Horner, 


tion Bureau, Warren M. 
chairman. 

Address, “Life,” by Dr. Benjamin 
Ide Wheeler, president of the Univer- 
sity of California. 

Discussion of Five Minute Topics, 


under the main head of “System Used 
in Canvassing,” and under these sub- 


heads: Getting Prospects, Cultivating 
Prospects, Closing Prospects, Getting 
Settlements. 

Action on executive committee's re- 


commendations. Appointment of Nomi- 
nating Committee. 


Evening 


Reception and ball at St. Francis 
Hotel. 
Wednesday, Aug. 11, Morning Session 
Discussion of resolution of J. Ed- 


ward Myers, adopted at the Cincinnati 
convention regarding the tendency to- 
ward State insurance. 

Address, “Insurance of To-Morrow,” 
Otto Irving Wise, vice-president West- 
ern States Life Insurance Company. 

Report of Committee on Taxation, 
Edward A. Woods, chairman. 

Announcement and reading of prize 
essays, “Life Insurance—The Institu- 
tion for Systematic Thrift.” Presenta- 
tion of Calef loving cup and medal; 
presentation of Ben Williams vase; 
new business; presentation of resolu- 
tions, or other business to be referred, 


under the rules, to the Executive Com- 
mittee. 
Afternoon Session 

Discussion of five minute topics, Mr. 
Hubert H. Ward, chairman: 

“Agency Building,” (a) Getting 
Agents, (b) Training Agents, (c) Mak- 
ing Agency Meetings of Greatest 
Value to an Agency Force. 

Novel suggestions for selling insmw- 
ance—Vice-President Edward A. Woods 
presiding. $25 prize offered by Vice- 
President Woods for the best sugges- 
tion, to be stated in three minutes. 


Awarding of trophies: The Ed- 
wards membership trophy, the Whit- 
tington delegates’ trophy, the Attend- 


New business. 
Evening 
Annual banquet, Palace Hotel. Invo- 
cation, Rev. F. W. Clampett, Chaplain. 
Addresses, Franklin K. Lane, Secre- 
tary of Interior; J. E. Phelps, Insur- 
ance Commissioner of California; 
Robert Newton Lynch, vice-president, 
Chamber of Commerce, San Francisco. 
Toastmaster, Hugh M. Willet, presi- 
dent. 
Thursday, Aug. 12, Morning Session 
“National Association Day.” Report 
of Executive Committee. Address, “Life 
Insurance as an Economic Force,” Or- 


ance trophy. 


ville Thorpe, Dallas, Texas. Reports 
of District Congresses. Subscriptions 
to the official proceedings. Selection 


of place for holding convention in 1916. 
Report of Nominating Committee. Elec- 


tion and installation of officers. Un- 
finished business. Adjournment. 
Afternoon 


Exposition’s official reception of the 
National Association of Life Under- 
writers in the Court of the Universe, 
with fitting addresses on behalf of Ex- 
position officials, to be replied to by ex- 
President Willet and the new presi- 
dent. 

Novel 
auspices of the 
ciation. 


under 
Asso- 


features 
Francisco 


entertainment 
San 


ROCHESTER DELEGATES 


Up-State Men to Go to San Francisco 
Convention of Life Underwriters 


in a Body 
Rochester will send a large delega- 
tion to the annual convention of the 


Association of Life Insurance 
San Francisco. They 
August 4 and go to 
the Coast by way of Chicago, Oma- 
ha and Salt Lake City. The fol- 
lowing delegates and alternates will 
make the trip: delegates; H. R. Lewis, 
F. J. Withington, A. V. Smith, C. J. 
Moran, E. C. McDowell, F. W. Wells, 
W. P. Howard, J. B. Mullen, William R. 
Punch, D. H. McPherson, W. S. Beebe, 
A. J. Mann. Alternates; Clay Bab- 
cock, B. G. Bennett, M. R. Miller, W. E. 
Macy, W. Sam Weaver, G. N. Cooper, 
O. H. Shepard, W. H. Wall, W. S. 
Parks, C. H. McChesney, S. L. Crabbe, 
G. T. Curtis. 

The Surety Fund Life, of Minneap- 
olis, an assessment company, has ;eor- 
ganized on a legal reserve basis. 


National 
Agents in 
will leave 








Life Insurance Company 
HOUSTON, TEXAS 
J. 3. RICE, President 


OUR RECORD 





GROSS ASSETS 





$655,004.93 $992,000.00 

1,057,016.02 5,352,260.00 

Dec. 31,1911 1,128,912.85 10,057,028.00 
Dec. 31, 1912 1,306,689.41 14,859,856.00 


Dec. 31, 1913 1,500,835.10 





FOR AGENCY CONTRACTS ADDRESS 
O. S. CARLTON, President’ - - HOUSTON, TEXA 


GREAT SOUTHERN 


J. T. SCOTT, Treasurer 
COMMENCED BUSINESS NOVEMBER 1, 1909 


INSURANCE IN FORCE 
(paid-for basis) 


23,650,512.00 
Sept. 30, 1914 1,815,302.46 30,630,355.00 
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WANTED 


You Wish To Be Paid Well 










A man who knows he can 
make good in organizing an 
agency for a big company in 
a city embracing a population 
of 1,000,000. A salaried con- 


for your efforts. Producers receive 
liberal compensation under the 


Direct Agency Contract 













tract will be made and the 
applicant chosen will be 
brought into direct touch with 
Home Office with opportuni- 
ties for advancement. Only 
men of experience and who 
can prove ability need apply. 


OF THE MANHATTAN LIFE 


A top-notch renewal income as- 
sured for years to come. 


Several pi of ll 


tory, with exclusive rights, open 


t terri- 































Territory in ennsylvania. 

pean for men of character and ability. 
“ORGANIZER” For particulars address 

Care of THE EASTERN 
re of THE EAST THE MANHATTAN LIFE 
105 William Street INSURANCE COMPANY 
New York City 66 BROADWAY NEW YORK 
E. P. MELSON JOHN G. HOYT The 
residen jice-Presiden 4 . 
vipa pe wcewesie™* 1 | Perfect Protection Policy 


OF THE 
RELIANCE LIFE 


gives you something absolutely new 
and different to talk to your pros- 


MISSOURI 
STATE LIFE 


e e The Accident and Health gives full 
Pol I c 1 es protection for at least a third less 
cost than regular casualty com- 


panies. Our agency contracts are 


as liberal as can be made. 


WRITE AND WE WILL TELL 
YOU MORE ABOUT OURSELVES 


pects. Gives you a chance to earn 
more money than you are now 
making. 





Our Life Insurance Contracts con- 
tain the most up to date clauses 





Participating and Non-Participating 


Special Inducements for 
General Agency Contracts 


of Pittsburgh 
FARMERS BANK BUILDING 
PITTSBURGH, PENNSYLVANIA 


Home Office: ST. LOUIS, MO. 








Reliance Life Insurance Company 




























Phone Barclay 7876 











COST ss} 


~ POLICY CONTRACT 


Plus 
ANNUAL PREMIUM 
Plus 
SURPLUS DISTRIBUTIONS 
Plus 


KNIGHT’S UNION CENTRAL SERVICE 


You Know About The First Three Factors 


Tak With CHARLES B. KNIGHT, General Manager 
THE UNION CENTRAL LIFE INSURANCE CO. 


FOR GREATER NEW YORK 
About The Other Important Factor “Service” 





“MILLION A MONTH AND BETTER” 
1056 WOOLWORTH BUILDING, NEW YORK CITY, N. Y. 
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IS RENEWAL CONTRACT FAIR? 


COMPLAINT OF ALABAMA AGENT 








Argues That Contracts Are Often 
Deceptive and Unfair—Some 
Points Answered 





The Eas®ern Underwriter has re- 
ceived from J. H. Lynch, agent of the 
Conservative Life Insurance Company 
in Birmingham, Ala. the following 
letter: 

Editor The Eastern Underwriter: I 
note with much interest in your issue 
of May 21st, 1915, an editorial on the 
yalue of an agency organization, and 
stating that much effort and tons of 
literature expended in trying to solve 
the problem of how to procure and 
maintain a persistent and valuable 
agency organization. Why does such 
a condition exist? I will ask the ques- 
tion and try to explain to the best of 
my ability—why? 

lst. When the agent signs the so- 
called renewal or some other compen- 
sative name that may be used by the 
company, he cancels the contract be- 
fore he procures a dollar’s worth of 
business. As a rule the terms of the 
contract are such that no free Ameri- 
can could enjoy his liberties as a citi- 
zen and comply with the pre-arranged 
contract, which is designed to defeat 
the tangible rights of the agent, both 
for the present and future. The agent 
may have a renewal income of $10,000 
per annum, yet he cannot go to any 
financial institution other than his com- 
pany and borrow one dollar upon his 
renewal contract, because as a pres- 
ent and future asset or security it is 
worthless. As a rule the contract be- 
tween the company and policyholder is 
in the main fair to the policyholder. 
This is not true of the contract be- 
tween the agent and company because 
i. is impossible for him to carry it out 
and live; hence, the contract is can- 
celled by the agent when signed. 

2nd. The average agent must possess 
sufficient intelligence to write insur- 
ance; it is then but fair to assume he 
is capable of reading his agency con- 
tract, only to find that it is loaded with 
jokers and exceedingly porous. He 
then wakes up and realizes that he has 
been deceived by the carefully legal in- 
strument, thereupon becomes suspicious 
of his company, later the company 
grows suspicious of his putting forth 
his best efforts because he is not pro- 
curing the business expected. Why? 
Because he does not feel equal to re- 
questing the insuring public to pro- 
vide for their future, when he is aware 
of the fact that the contract he holds 
does not provide for his own future. 
Knowing that it is of little if any value, 
hence the agent is always on the alert 
for larger first year’s commissions with 
another company. It is to be assumed 
that the agent will remain with his 
company if the contract is a fair one. 

3rd. The average agent realizes that 
on a commission and a renewal basis 
the company does not pay him any- 


thing; his friend, the insured, pays him 
the premium, which is loaded to pay 
the agent and the company. The com- 
pany simply referees the transaction 
and the agent pays the company for the 
privilege of representing them. 

4th. When the companies whom the 
agents building from the ground up, so 
to speak, wake up to the fact that due 
tu the unfair contract with the agent 
there is the absence of confidence be- 
tween the agent and the company, due 
to the fact that the contract made with 
the agent is sufficient evidence that the 
company has pre-arranged to defeat his 
best interests, hence the best results 
cannot be attained where confidence 
has been destroyed. 

5th. There is more than one com- 
pany to-day paying the agent renewals 
so long as the premiums are paid and 
requiring only a small production in 
any contract year. His entire time is 
not required on a commission and re- 
newal basis. The companies who are 
now giving the agents a fair deal will 
not only retain a valuable and growing 
agency force, which means a minimum 
lapse ratio and a large net gain in in- 
surance in force each year. A wavering 
insurance gain does not attest the 
value of the agency organization of a 
company. By referring to records you 
will ascertain the high pressure agency 
organization and company by insurance 
geined one year 58 per cent., next year 
2 per cent.; in some cases insurance 
decrease 10 per cent. 

The writer holds an absolutely fair 
contract with his company, hence I am 
prompted only by the reading of your 
editorial to try and assist in the solu- 
tion of that which is best in this case 
for both the company and the agent. 
Some day all companies will be doing 
it. I am discussing this matter from 
the view point which is fair and im- 
partial both to the company and the 
agent. 

J. H. LYNCH. 

Because it presents a definite point 
of view Mr. Lynch’s letter is interest- 
ing. It brings up the old question of 
whether the agent is adequately com- 
pensated for his services, which has 
been threshed out by companies, by 
legislatures and by agents themselves 
for a great many years. 

It is said that 50 per cent. of the 
men engaged in life insurance sales- 
manship find it difficult to make a 
good living, while at the same time the 
other 50 per cent., working under the 
same conditions, having similar con- 
tracts, both for first commissions and re- 
newals, succeed, some of them having 
incomes twice or three times exceeding 
the remuneration of a Justice of the 
Supreme Court or a cabinet officer. It 
requires a _ special grade of talent, 
salesmanship of a rare brand, to suc- 
ceed in life insurance, and the fortu- 
nate possessor finds himself on the 
road to riches. 

The successful salesman who enters 
a jewelry store with clocks to sell, or 
who asks the merchants to step down 
to his hotel and look over samples 
taken from a trunk and spread on a 


table, is not rare. In life insurance 
one has to dispose of an idea, some- 
thing necessary but intangible. It takes 
art, brains, manner, sincerity, to dis- 
pose of that idea. It is hard work, but 
thousands of men are good life insur- 
ance salesmen and have no fault to 
find with their remuneration. 

Of course, there are some companies 
whose contracts with agents are open 
to criticism and there are other compa- 
nies which, going to the other extreme, 
are too generous with their commis- 
sions. Mr. Lynch should remember 
that at the time of the Armstrong in- 
vestigation there were less than fifty 
companies doing business, while at the 
present time there are probably five 
times that number. 

Each year some companies pass out 
of existence, finding the struggle to 
keep up the reserves too hard. Some- 
times these companies re-insure in com- 
panies that are not much stronger. 
These companies make as shrewd con- 
tracts with agents as they can, result- 
ing in the changing of agents from one 
company to another, often bringing 
about misunderstandings over renewals. 
But, with all companies, the statement 
can be made without equivocation that 
contracts are not illegal. They can’t 
be, because there is too close supervi- 
sion of the insurance business of the 
departments. 

Companies must have a_ healthy 
growth of business in order to survive, 
and to get it they meet the competition 
for the services of agents. A company 
that loses $50,000,000 a year by reason 
of deaths, lapses, maturing policies, 
etc., must not only replace this $50,- 
000,000, but should write 25 per cent. 
additional, in order to have a healthy 
growth. 

Frequently, it is the best class of 
business that lapses, as the impaired 
stick as a rule. There are many reasons 
why a company should get 125 per 
cent. of its terminations in order to 
go ahead. 

There are two points in Mr. Lynch's 
letter that calls for special comment. 

One is his statement that a financial 
institution will not loan a dollar upon u 
renewal contract. There is no reason 
why it should. It is not a banking pro- 
position. A man can’t go into a bank, 
say he is earning $10,000 a year; that 
he expects to earn that salary for 
years to come, and then negotiate a 
loan for $20,000 or $30,000, using three 
years’ salary prospects for security. 

The third article of complaint brings 
up a new point, and is correct, but does 
not go far enough. In the last analysis 
a mutual company is a referee. It takes 
money from one set of policyholders 
and pays losses to the estates of others. 
It is the intermediary. It is mutual in 
every sense of the word. It is not run 
for profit. It pays to the agent enough 
te keep coming in a sufficient volume 
of business to meet reserves, pay its 
claims and conduct its business. It 
must pay enough commissions to in- 
sure its safe conduct, and no more. 


HIRE DETECTIVE ASSOCIATION 


INVESTIGATE 





PART-TIME MEN 
Life Underwriters’ Association of New 
York Amazed to Find So Many 
Pseudo Agents 





The Life Underwriters Association 
of New York, it was learned this week, 
has employed a _ detective agency, 
which has been quietly at work investi- 
gating part-time agents to ascertain 
whether they are bona-fide agents or 
have no legal right to solicit insur- 
ance. The association has investi- 
gated the status of 4,600. agents, 
through the detectives, and has been 
surprised to find that one-third of this 
number are not bona-fide, many of them 
being tailors, clerks, butchers, etc. 

Will Copy Agency List 

The association sent a committee to 
the insurance department this week 
for a conference with Superintendent 
Hasbrouck, and it is also stated tnat 
funds have been contributed for the 
copying in Albany of a complete list 
of agents’ names. All agents in Great- 
er New York will be investigated, 
where there is a suspicion that they 
are not regular life men. 

As soon as the facts are gathered the 
association will take up with the com- 
panies the question of ridding the busi- 
ness of men who should not be in it. 

What Is a Bona-Fide Agent? 

Asked by The Eastern Underwriter 
for his opinion of what is a bone-fide 
agent President Lawrence Priddy, of 
the association, said that the Con- 
necticut definition was a good one. 
This is as follows: “As far as is rea- 
sonably possible a certificate of author- 
ity will not be issued to any applicant 
who does not intend to act in good 
faith; who does not or will not put 
himself in a position to acquire, within 
a reasonable time, a knowledge of the 
business; who is not of legal age: who 
does not realize that he is in a measure 
at least bound to give the public, in 
whose interest the State has seen fit 
to intervene, his best service.” 

In the meantime, the detectives are 
also working on rebating evidence, in 
conjunction with Counsel John Kirk- 
land Clark, in an attempt to put a re- 
bater in jail. 

AMICABLE LIFE WINS 

A. R. Roberts, president, and the 
Am'‘cable Life Insurance Company, de- 
fendants in an $80,000 suit brought by 
E. C. Clabaugh and D. R. Porter. have 
been awarded a verdict by Judge 
Clark, at Waco, Texas. It was allezed 
in the complaint that the plaintiffs had 
an interest in $80,000 from funds un- 
divided after sale of the stock of the 
company. The case has been hanging 
fire for some time and a large amount 
of testimony was taken. 





Stick to your man; don’t give «sp un- 
til you are certain he has all h» can 
carry, says the Northern Assurance 
Company. 




















2,506,882 Policies Were Issued 


and revived by The Prudential during 1914. 
This is the greatest number of policies ever 
issued in a single year by this company. 


FORREST F. DRYDEN, President 
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THE PRUDENTIAL INSURANCE CO. OF AMERICA 


Incorporated Under the Laws of the State of New Jersey. 





Home Office, NEWARK, N. J. 
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SOFT LIVING AND EASY DYING 


MISUSE OF FOOD AND DRINK 








William C. Johnson, of Columbian Na- 
tional, Writes Article in “World’s 
Work” Magazine 





William C. Johnson, vice-president of 
the Columbian National Life, has writ- 
ten an article in the “World’s Work” 
called “Soft Living and Easy Dying,” 
showing the relation of the misuse of 
food and drink to longevity. He bases 
his facts upon the reports of the Med- 
ico-Actuarial Committee. Mr. Johnson 
said in part: 


“It is evident that the heavier mortal- 
ity which is experienced among the 
users of alcoholic liquors extends to 
those who are directly or indirectly en- 
gaged in the manufacture or distribu- 
tion of liquor. From the various oc- 
cupations investigated we give the fol- 
lowing experience: 

Hotel proprietors and managers 
not attending bar, 135 per cent. 

Hotel proprietors and managers 
attending bar occasionally or reg- 
ularly, 178 per cent. 

“In these classes the deaths from 
cirrhosis of the liver were six times 
the standard; from diabetes and 
Bright’s disease, about three times the 
standard; from apoplexy, heart disease, 
and pneumonia, nearly twice the stand- 
ard. 

Keepers of Saloons, Billiard and Pool 
Rooms 

“Dealing with the keepers of sa- 
loons, billiard rooms, pool rooms, and 
bowling alleys with bar, the experience 


was found to be as follows: 
Proprietors and managers not 
attending bar, 182 per cent. 
Proprietors and managers at- 


tending bar occasionally or regu- 

larly, 173 per cent. 

“Taking up those engaged in brew- 
eries, the experience was as follows: 
Proprietors, managers, and su- 

perintendents, 135 per cent. 

Clerks, 130 per cent. 

Foremen, malsters, beer-pump 
repairers, and journeymen, 152 per 
cent. 

“In this class, deaths from cirrhosis 
of the liver, Bright’s disease, and sui- 
cide were also higher than the stand- 
ard. 

“The experience upon the proprie- 
tors, managers, and superintendents of 
distilleries proved satisfactory (perhaps 
because only few of them had been ac- 
cepted, and those most carefully se- 
lected because of their contact with 
whisky), but in dealing with those con- 
nected with wholesale liquor houses 
the death rate is again found high: 

Proprietors and managers, 122 
per cent. 

Clerks, 112 per cent. 

“The experience was then taken of 
proprietors and managers of restau- 
rants with a bar, where such proprie- 
tors or managers did not attend bar. 
The ratio of actual deaths to those ex- 
pected in this class was 152 per cent., 
indicating a higher mortality than in 
the case of the managers of hotels not 
attending bar. 

Waiters 

“This experience was followed 
through to cover waiters in hotels, res- 
taurants, and clubs where liquor is 
served. This class showed a mortality 
of 177 per cent. of the expected. 

“In dealing with the experience on 
men engaged in these various occupa- 
tions it should again be borne in mind 
that the insurance companies have se- 
lected risks from these occupations 
with great care, and written many of 
them on endowment forms only, thus 
eliminating the less desirable and the 
less thrifty classes. The mortality 
throughout is excessive notwithstand- 
the care exercised in originally select- 
ing the best grade of risks from these 
occupations, and one can only guess at 
the exceedingly heavy mortality which 
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must be experienced among these 


classes as a whole.” 
Conclusions ‘ 

The general conclusions to be drawn 
from the experience just given, and a 
study of the data from which it is col- 
lated, are: 

1. That light weight (except at the younger 
ages where there has been a family history of 
or exposure to tuberculosis) has no adverse 
effect on one’s prospects of longevity. On the 
contrary, sartlentadly at the middle or later 
ages, lightweights show a better experience 
even than the average for insured lives. 

2. That the causes which tend to create 
overweight tend also to shorten life. 

3. That in view of the care exercised in 
the selection of overweights from whom this 
experience is gathered, and the exclusion of 
those showing degenerative diseases in the 
family history, or undue weight or size in the 
abdominal region, or weight Ses to fat as dis- 
tinguished from muscle or large frame, a 
mortality even far heavier than that given 
above is indicated for overweights as a class. 

4. That the use of alcoholic liquors, even 
to an extent so moderate that insurance com- 
panies have not held it against the applicant, 
tends to shorten life. 

5. That the heavier mortality to be found 
among the users of alcoholic liquors extends 
also to those who are directly or indirectly 
connected with the liquor business. 





WITH MUTUAL BENEFIT 

F. H. Grinnell and I. W. MacFarlane 
compose the firm of Grinnell & Mac- 
Farlane, appointed district managers 
of the Mutual Benefit Life at Tacoma, 
Wash., with supervision over South- 
western Washington. 

Mr. Grinnell is a son of General 
Agent H. M. Grinnell of Seattle and 
until a year and a half ago was for 
eleven years engaged in newspaper 
work in the Northwest. Mr. MacFar- 
lane has been schooled for work with 
the Mutual Benefit under General 
Agent Grinnell. 





CRIME PREVENTION DAY 

Fred B. Mason, general agent of the 
Aetna Life, in Chicago, who has been 
working hard to make “Crime Preven- 
tion Day” a big success, has received a 
letter from Governor George W. Hayes, 
of Arkansas, in which the executive 
designates September 5, as the most 
desirable day. 


GOVERNMENT'S LIFE FIGURES 


PUBLIC 





DATA MADE 


Number of Policies Issued Grew from 
29,407 to 14,395,347 in Half a 
Century 


CENSUS 





The Eastern Underwriter has se- 
cured from the Director of the Census 
the insurance statistics which are in- 
corporated in the census report soon to 
be issued. The life insurance figures 
were furnished by Frederick L. Hoff- 
man, of The Prudential, Newark; the 
casualty figures by Prof. I. M. Rubi- 
now, of the Ocean Accident; and the 
fire loss figures come from the National 
Board of Fire Underwriters. The life 
insurance figures given are from 1850 
to January 1, 1914 in ten year periods. 
They include insurance in force, and 
income, payments to policyholders, as- 
sets, liabilities and surplus. 


$68,614,189 in Force in 1850 

In 1850 the number of policies in 
force was 29,407, amount, $68,611,189. 
Ten years later, the number had in- 
creased to 60,000, and the amount of 
insurance in force was $180,000,000. 
The growth of life insurance in the 
next decade was simply tremendous. 
By 1870 839,226 policies were in force, 
$2,226,847,000. Then came ten years 
when life insurance did not make much 
progress. After that, with the intro- 
duction of industrial policies, the gain 
became tremendous, the totals, as 
given by the government, being as 
follows: 


No. of Amount of 

Policies. Insurance. 
ee 922,205 1,602,375,175 
Joop aasen 5,202,475  4,048,846,787 
eater 8,727,192  5,568,288,089 
NR. 8,893,739  5,738,440,693 
eee 10,206,610  6,326,125,387 
eRe 11,218,362  6,825,042,963 
Meee ee 12,873,783  7,774,484,478 
Me cseeaaes 14,395,347  8,562,080,722 





CALL ON COMPTON 








The Service Route to Success 


By the Compton way, every client 
becomes a champion of your business 


COME IN AND TALK IT OVER—CALL TO-DAY 
WILLIAM N. COMPTON, General Agent 


INSURANCE COM 
OF BOSTON MASSACHUSETTS. 


220 BROADWAY 
PHONE 6030-6031 CORTLAND 








CALL ON COMPTON 





CALL ON COMPTON 
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err 16,030,721  9,593,816,849 
Sree 17,608,235 10,508,482,385 
ee 21,182,143 12,547,937,441 
BOE ssn sae ct 22,494,000 13,364,009,759 
ee 29,998,281 16,406,702,709 
OEE e8ciwins 37,448,941 20,520,598 372 


Income and Payments 


The total income of thé life compa- 
nies and payments to policyholders 
from 1880 to 1913 follow: 


Total 

payments 

Total to policy 

Calendar year. income. holders, 
a $ 80,537,990 $ 55,88!.794 
TSS. 196,938,069 90,007.219 
eae 261,959,111 118,423,247 
Seer 271,928,709 125,136,443 
NE ahs asa 283,726,855 136,179,008 
eS 304,945,675 139,405,708 
BE. ainiaoo%<ia.s 325,452,134 146,804,522 
fe 365,368,062 159,987,686 
ares 400,603,257 168,687,601 
ME bduis-oe ke 457,965,754 192,398 489 
eee 504,527,705 199,883,721 
CO ee 553,639,900 225,842,072 
RE ae 599,081,882 247,052,831 
Bae 642,068,530 264,962,883 
ENS 955 ss cg’ 667,185,592 287,325,629 
erat ee 678,656,595 309,696,977 
ree 703,930,149 335,777,925 
SAS ARS 748,027,892 360,730,904 
| ee 781,011,249 387,302,073 
SD xa deenes 836,160,804 414,268 448 
ere 893,391,717 448,817,715 
SEEN Sackar acd io rt 945,586,094 469,588,123 





PART-TIME DISCUSSION 





Some Criticisms of President R. H, 
Hunter, of San Francisco Associa- 
tion, Answered 





The recent statement of Presi‘lent 
R. H. Hunter, of the Life Underwriters 
Association of San Francisco, that 
part-time agents should be eliminated, 
has caused a stir on the Pacific (vast. 
One writer, after arguing that some of 
the best producers in the business 
started as part-time men, said: 

“Why not regard the part-time man 
as a broker? It is absolutely the cor- 
rect position and very few agencies 
would refuse to accept good business 
and pay commissions therefor from 
any reputable broker. During their 
apprenticeship, the part-time man sows 
a certain amount of seed. He intro- 
duces life insurance. He tends to cre- 
ate interest in it and if he is less able 
than the more experienced whole-time 
man, he prepares for the whole-time 
man business which he can get with 
less labor than otherwise. 

“If he rebates, it is because he is 
not trained to know any better and it 
is the part of the manager to see that 
he is set straight upon the narrow 
path with his face turned in the right 
direction. 

“It is the effort of all companies to 
secure business, presumably, on any 
equitable and honorable basis. The 
part-timers, as a whole, write a zreat 
deal of business and place it on the 
books of the company and it may be 
inferred that a certain proportion of 
this business would never be written if 
not written by these part-timers 
through friendly influence, social rela- 
tions or other means.” 





WITH SECURITY MUTUAL 

The Callanan agency of Security Mu- 
tual in Pittsburgh, announces the con- 
nection of Charles J. Hagerling as gen- 
eral agent of that company. Mr. Hag- 
erling was for years sales manazer for 
the O. & P. Milk Co. and recently was 
tlie general manager for the Prosperity 
Made in U. S. A. Carnival which was 
conducted by the Pittsburgh Commer- 
cial Club at Motor Square Garden. 





BOOST PRIDDY 
Charles Jerome Edwards is back of 
a movement to put Lawrence Priddy on 
the executive counsel council of the 
National Association of Life Under- 
writers. Mr. Priddy, who is president 


of the Life Underwriters Association, 
has shown that as an association man 
-he is a star of the first magnitude. 
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Geo. T. Wilson Completes Fortieth Year With Equitable Life Assurance Society 


Agents Write $6,500,000 Business in Honor of Event, From June 1 to June 5—Sevres Vase, Flowers and Dinner for 
Second Vice-President—Started With Society as an Office Boy 














Geo. T. Wilson At His Desk on June 5 


Just forty years ago George T. Wil- application agents of the company had 
son secured a position as office boy of written $6,500,000. The writing of this 
the Equitable Life Assurance Society. business was done in five days’ time. 
Since that time he hes risen by sheer In this production more than 2,000 
force of merit to the position of Sec- agents took part. 
ond Vice-President. He probably has On Monday morning when Mr. Wil- 
as many friends in the insurance busi- son arrived in his office he found it 
ness aS any man in America. Thedate full of floral tributes that had come 
of his anniversary was June 5, and from all parts of the country, including 
agents throughout the country decided the women’s branch of the Hquitable 
to make the event something to remem- in Boston. On his desk was a stack of 
ber in life insurance annals. telegrams two feet high. Cablegrams 

A special form of Wilson Fortieth from Europe were included in the feli- 
Anniversary Campaign application was citations. Letters of congratulations 
printed, with his picture in red ink in were received from presidents of a 
the middle, and when the returns were number of insurance companies, from 
footed up it was found that on this other insurance officials and from life 





A FINE FIRST QUARTER! 


We closed the first quarter of 1915 with a substantial gain in delivered 
business over the first quarter of 1914. 


Some of the reasons: FIRST-CLASS SERVICE of policyholders and 
beneficiaries. Efficient co-operation with our agencies. Unexcelled policy 
contracts—as agents of all Companies know. Low net cost. Strong 
literature. Happy relations between Field and Home Office. Improved 
condition of general business. 


Occasionally we have a general agency opening. 


JOSEPH C. BEHAN, Superintendent of Agencies 


MASSACHUSETTS MUTUAL 


Life Insurance Company 
SPRINGFIELD, MASSACHUSETTS 
Incorporated 1851 y 








underwriters’ associations. The Gen- 
eral Agency Association of the com- 
pany presented him with a tall Sevres 
vase of the Louis XV. period, the gold- 
en age of the Sevres State potteries. : 

At a banquet given in his honor by We who have been associated with 
the Board of Managers of the Metro- you daily during these many years, and 
politan district of New York at the best know those great human quairties 
Union League Club speeches were made of heart and head which makes up your 
by W. H. Page, who has been with the high order of capacity and character, 
Equitable a half a century; Tilden "ejoice with you, in common with all 
Blodgett, who has served the Society Who know you, in the celebration of 
forty-seven years: V. A. Beal, whose Your fortieth anniversary of service 
record is forty-eight years; Charles J with our great institution, The Equi 
Edwards, whose record is twenty-seven table Life Assurance Society of the 
years; and Charles A. Bryan, whose U. S. 
record is forty-six years 


Tribute from Metropolitan District 


The following address to Mr. Wilson 
was made by the Board of Managers 
of the Metropolitan District: 


(Continued on page 9.) 





NATIONAL LIFE INSURANCE COMPANY 


MONTPELIER, VERMONT 
Organized 1850 Purely Mutual 


JOS. A. DE BOER, President 


The National Life possesses an unexcelled asset and insurance composition. Its 
service to policyholders is scientific, prompt and complete, based absolutely upon a 
mutual and equitable practice. Its low mortality, high interest earnings and economy 
of management insure low net costs. Its liberal policies and practice commend it to 
field men as a guaranteed salesmanship proposition upon which they can readily and 
securely build. The sixty-fifth annual report, demonstrating these claims, will be sent 
to any solicitor, agent or manager on request 


A. H. Gseller, General Manager, 149 Broadway, New York City 

M. H. Mullenneaux, Manager, Albany Trust Bidg., Albany, N. Y. 
Day L. Anderson, General Manager, 950 Ellicott Square, Buffalo, N. Y. 
Bruce S. Johnson, General Agent, 1134 Granite Bldg., Rochester, N. Y. 
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MEDICAL IMPAIRMENT TABLE 


OHIO STATE LIFE INSURANCE CO. 








Based on Report of Medico-Actuarial 
Mortality investigation—Manual 
Sent Agents 





The Ohio State Life has advised 
agents, that all policies of the company 
are to be rated for medical impairment 
and occupational risk in conformity 
with a new manual based upon the re- 
sults derived from the Medico-Actu- 
arial Mortality Investigation. Un- 
healthful occupations are rated accord- 
ing to Tables A, C and D. 

Classification of Occupations 

Among the occupations in table A 
are army officers, cab drivers, domestic 
and hotel servants, ordinary factory 
operatives, furriers, grain elevator em- 
ployes, iron workers not exposed to 
considerable heat or special hazards, 
livery stable employes and naval offi- 
cers. 

Among the occupations in Table B 
are cement mill employes, actors and 
actresses, dredgers, grinders and pol- 
ishers, proprietors of and clerks in sec- 
ond rate hotels and restaurants who 
never attend bar: malsters, lime work- 
ers, petty officers of the navy and army; 
paint workers, phosphate mill workers 
and employes in railroad yards. 

In Class C are gunners and ordnance 
men, proprietors of saloons and cer- 
tain employes of saloons and billiard 
parlors. 

Table D includes bartenders and port- 
ers, working miners, quarrymen work- 
ing underground. 

Extract from Schedule 

Schedule of years of rating up re- 
quired by the different tables are in 
part as follows: 

Ordinary Life 
Set heads by hand .. .. .. 





Age Table A Table B Table C Table D 
20 6 11 15 17 
30 5 8 11 13 
40 4 6 8 10 
50 3 5 7 8 
60 3 5 7 8 
Twenty-Payment Life 
20 7 12 16 20 
30 5 9 12 15 
40 4 7 9 11 
50 3 5 7 9 
60 3 5 7 8 
BRITISH INCOME TAX 





Provisions Regarding Tax on Invest- 
ments of Foreign Life Insurance 
Companies 





The British Chancellor of the Ex- 
chequer has presented the 1915 Fi- 
nance Bill. 

The Income Tax will hit British 
Companies pretty hard, being heavy, 
but they are accepting the situation 
without complaint. The provisions 
governing charge of income tax on in- 
vestments of foreign life companies do- 
ing business in the United Kingdom, 
follow: 


(1) Where an assurance company 
not having its head office in the United 
Kingdom carries on life assurance pbusi- 
ness through any branch or agency in 
the United Kingdom, any income of 
the company from the investments of 
its life assurance fund (excluding the 
annuity fund, if any), wherever re- 
ceived, shall, to the extent provided in 
this section, be deemed to be profits 
comprised in Schedule D, of the In- 
come Tax Act, 1853, and shall be 
charged under the rules of the th'rd 
case in Section 100 of the Income Tax 
Act, 1842. 

(2) Such portion only of the income 
from the investments of the life assur- 
ance fund shall be charged under this 
section as bears the same proportion 
to the total income from those invest- 
ments as the amount of premiums re- 
ceived in that year from policyholders 
resident in the United Kingdom and 
from policyholders resident abroad 
whose proposals were made to the com- 
pany at or through its office or agency 
in the United Kingdom bears 19 tke 





total amount of the premiums received 
by the company. 

The relief conferred by this Act in 
respect of expenses of management 
shall, in the case of a company charged 
to income tax under this section, be 
calculated by reference to a like pro- 
portion of the total expenses of man- 
agement of the company for the year 
estimated in accordance with the pro- 
visions of this Act. 

Every assessment under this section 
shall be made by the special conmis- 
sioners as though the company under 
the provisions of the income tax acts 
had required the proceedings relating 
to the assessment to be had and taken 
before those commissioners, 


Where a company has already been 
charged to income tax, by deduction or 
otherwise, in respect of its life assur- 
ance business, to an amount equal to 
or exceeding the charge under this sec- 
tion, and where a company has aiready 
been so charged, but to a less amount, 
the charge under this section shall be 
proportionately reduced. 





PENSION FUND DIFFICULTIES 





Discussed By Philadelphia Public 
Ledger—General Overhauling of 
Such Funds Necessary 





(From Philadelphia Ledger.) 

It is unnecessary for the contributors 
to and beneficiaries from various pub- 
lic and semi-public pension funds to be- 
come unduly alarmed by the findings of 
the Carnegie Foundation with respect 
to the several funds in New York City. 
Yet the report in which these findings 
are set forth contains a wholesome 
warning to which all who have any- 
thing to do with such pension funds or 
who hope for benefits from them 
would do well to take heed. The diffi- 
culty with the funds which formed the 
immediate subject of the Foundation’s 
study has been that they were organ- 
ied without sufficient actuarial knowl- 
edge, and had they not had substantial 
support from public funds would long 
since have come to grief. They have 
escaped the fate that has already over- 
taken so many of the fraternal insur- 
ance and pension projects, it is wrue, 
but that is no reason why they should 
not all be put upon a sound financial 
basis. There is too much at stake for 
the contributors to such funds to jus- 
tify indifference on their part, and the 
Foundation will have done a useful 
service if its report shall inspire a 
general overhauling of all such pen- 
sion funds and a reorganization on a 
basis both scientific and secure. 





Y. M. C. A. MAN IN INSURANCE. 
W. J. Ward, who has been physical 
director of the central department of 
the Y. M. C. A. at Chicago for some 
time, has joined the agency ranks of 
the United States Annuity & Life, be- 
coming city manager for Chicago, Mr. 
Ward has had previous life insurance 
experience and will have his headquar- 
ters at the home office of the Company. 
Another addition to the Company’s 
agency forces, is H. W. Wallace, who 
for a number of years has worked in 
Arkansas and Kansas. Mr. Wallace 
comes from Independence, Kansas, and 
will have charge of a territory in Indi- 
ana, which he will cover from head- 
quarters at the home office. 





ASSETS EXCEED LIABILITIES 

: Lockyer & Atwood, prominent life 
insurance agents in Philadelphia, are 
alleged to be indebted to the Bankers 
Security Company of Delaware for $19,- 
565 for loans. The assets of the 
agency are more than the liabilities. 
A receiver has been asked. 

This has been one of the most pro- 
gressive agencies in Pennsylvania, and 
their many friends hope they will 
emerge satisfactorily from the present 
situation. 





The Metropolitan office of the Globe 
Indemnity increased its May automo- 
bile premiums $25,000 over May of last 
year. 





Represenung 


The Mutual Life Insurance Company 
of New York 


You will make money. 


The great strength, big dividends and incom- 
parable benefits of the ‘‘oldest company in America’”’ 
mean certain success for you. 





For Terms to Introducing Agents, Address 


GEORGE T. DEXTER, 2d Vice-President 
34 NASSAU STREET, NEW YORK, N.Y. 








REMEMBER 


The Texas Life Insurance Company 
| OF WACO, TEXAS 


Is the pioneer life insurance company of 
the Southwest 
ATTRACTIVE POLICIES and LIBERAL CONTRACTS 

















The Bwuitalde 


Life of lowa 


pameres | 


GOOD PLACES 
For STRONG WORKERS 


Always ready to negotiate with energetic 
men capable of producing paid-for Insur- 
ance in satisfactory volume. 


Much unoccupied and desirable territory. 


Union Mutual Life Insurance Co. 
PORTLAND, MAINE 
ARTHUR L. BATES, President 


Address: ALBERT E. AWDE, 
Superintendent of Agencies, 


Splendid Openings — Inquire 


IS INCREASING ITS AGENCY 











7 W. Madison St., Chicago, Ij}. FORCES. 
DO YOU WANT TO JOIN 
S. SAMUEL WOLFSON THEM ? 
District Manager 
Equitable Life Assurance Society | cae 
quita | ' 
Sthim eotthaei se 





DES MOINES, - - IOWA 
AGENTS WANTED i 
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The Meridian Life Insurance Co. 
INDIANAPOLIS, IND. 


Insurance in force, Dec. 31st, 1913.......... $23,869,332.00 
So Setbes sues wend rer. ~errrrrrae © Se 
CCE CRTC Ee Pere idea were 1,803,659.29 
re Soeweentes Tae 453,249.23 
Pn BRON oc ce ceccescanes Kawah se wee 105,363.49 


The liberal up-to-date policies issued by this Company are clear and 
definite in their provisions and the reserve is in accordance with the Indiana 
Compulsory Deposit Law. 

We have open territory for high grade men in the States of West Vir- 
ginia, Illinois and Indiana. If interested in a liberal contract, write the 
Company. 


. 











Pensions for Individuals 
Pensions for Superannuated Em- 
ployees of Business Institutions 
Pensions Instead of Legacies Under 
Wills and Trust Agreements 


We can use a few high grade salesmen in this fruit- 
ful, rapidly growing field 


The Pension 
Mutual Life Insurance Company 
PITTSBURGH, PA. 
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INSURE BEFORE TOO LATE 


REJECTED APPLICATION STUDY 





Mutual Benefit’s List cf Men Who 
Can’t Get Insurance Full of 
Significance 





That the man who delays buying in- 
surance today may be unable to get it 
tomorrow is proven beyond all doubt 
py a study of rejections of any of the 
jeading companies. The Mutual Bene- 
fit has made public a list of recent 
rejected applications, which are worth 
study. They follow: 

(1) A young man 28 years old. His 
wife was named beneficiary. Had no 
other insurance. Declined because of 
enlargement of the heart, doubtless 
due to excessive athletics, yet a few 
years ago he might easily has pa:sed. 
*"(2) A young man 29. Wife named 
as beneficiary. Declined because of 
heart disease. The history of his trou- 
ble showed that he was doubtless a 
good risk several years ago. If he had 
put some of his first savings into life 
insurance, he might have protection 
for the benefit of his wife, which he 
cannot now get. The man who buys 
life insurance while young often finds 
it of great.value in later years. It cer- 
te‘nly would be in this case. 

(3) ‘A young man 31. Wife named 
peneficiary. Fell down stairs about a 
year ago and injured his back. Has 
had pains in left kidney since. De- 
clined becamse of this trouble. No 
other insurance. Up to the age of 30 
this man was doubtless a sound risk, 
and might have secured insurance. 
Now he is uninsurable. This is an- 
other example of how delay snaiches 
opportunity from even a young “‘nans 
ands. , 
mn) Young man 35. Wife benefi- 
ciary. Was declined for insurance two 
years ago. No insurance on his life. 
Has applied eight times to different 
companies since his rejection, but has 
been declined each time. Has rales in 
chest and is of light weight. uber- 
culosis feared. A few years ago he 
might have secured insurance, The 
possibility of dying with his family un- 
yrotected so impressed this man that 
he has applied again and again, to no 
avail. Delays are dangerous! j 

(5) Married man 47. Wife and chil- 
dren beneficiary. Has no insurance. 
Declined on account of rapid pulse and 
high blood pressure. Twenty years 
ago or even ten years ago he might 
have secured the protection he now 
seeks but cannot get. : : 

(6) Married man 50. Wife benefi- 
ciary. Has no insurance. Has a phys- 
ical trouble which will necessitate a 
surgical operation. Declined. Was in- 
surable until a few years ago. It is a 
hard enough ordeal to undergo an op- 
eration, but it must be doubly hard for 
the man who is faced with the possi- 
bility of dying with his family inade- 
quately protected. It is especially hard 
when he realizes that it might have 
been otherwise. 


(7) A lawyef 53. Married; wife 
beneficiary. Had $10,000 of insurance 
several years ago. Let it drop. Now 


applies for new insurance, but is de- 
clined because of heart disease. No 
other insurance. It is regrettably true 
that this man cannot now get what he 
once had. 

(8) Married man 53. Once had $14,- 
000 of insurance. Let $13,000 of it 
drop. Now applies for $10,000 new in- 
surance, but is declined on account of 
his physical condition which is very 
poor, complicated with heart trouble. 
In life insurance it pays to keep what 
you have when you have it. 

(9) Married man 56. Wife bdenefi- 
ciary. No insurance. Once had $13, 
500 but dropped it. Now applies for 
$5,000 but is declined because of his 
weight. He has gained tremendously 
in weight and has an abdomen several 
inches larger than his chest. His 
weight and measurements at his age 
make him ineligible for insurance any- 
where. If this man had kept his $13,- 


500 he could have grown fat with im- 
punity. Now it stands in the way of 
his getting the protection he doubtless 
badly needs. 

(10) Elderly gentleman of 61. No 
insurance whatever. Wife beneficiary. 
Declined because of high blood pres- 
sure. The pressure was 280 mm. 
which means that he is in constant 
danger of death. 

(11) Married man 62. Wife benefi- 
ciary. No insurance. Had $10,000 at 
one time but dropped it. Wants to 
take new insurance now but is declined 
because of heart trouble, 

(12) Man 66 years old. Wife bdene- 
ficiary. No insurance. Once had $3,- 
500 but let it go. Now wants to rein- 
state and pay back premiums with in- 
terest, but is declined on account of 
high blood pressure. 

(13) Man 67 years old. Wife bene- 
ficiary. No insurance. Declined be- 
cause of very high blood pressure 
which is suggestive of apoplexy. 

“It will be noted that the last few 
cases were those of men who had «ome 
to be 60 years of age or older, vefore 
realizing their particular need for in- 
surance,” says the Mutual Benefit. 
When men reach such ages and are 
willing to pay the high premium re- 
quired, ranging from $76.70 at as» 61, 
to $106.46 at age 67 (per $1,.)), it is 
evident that the transactic. .s aot an 
investment, but a necessity. It would 
not seem unreasonable to suppose that 
these men were confronted with the 
possibility of leaving no estate should 
they die, and they were willing to pay 
a now great cost in order to be abso- 
lutely certain that they would have 
something to show for their life «ork 
should they die. 

There is a human interest story be- 
hind each case cited, which cold type 
cannot tell—a story of opportunity ne- 
glected and lost. Delay in insuring 
one’s life is often fraught with lfuture 
regrets. In the light of the foregoing 
would it not seem that better and 
safer is the certainty of an estate than 

.e hope of it. Life insurance estab- 
lishes an absolutely certain estate and 
is there when needed the most, pro- 
vided it is kept in force by the 
insured.” 





SYSTOLIC BLOOD PRESSURE 





To Be Required By Mutual Benefit Life 
in Case of Every Applicant 
for Insurance 





The following new rules have been 
made effective by the Mutual Benefit: 

(1) The systolic blood pressure will 
be required in the case of every appli- 
cant for Mutual Benefit insurance. 

(2) If the new insurance asked for 
together with that already in force 
equals or exceeds $15,000, the examiner 
must forward direct to the Home Office 
a certified sample of urine for micro- 
scopical examination. 





TO OPEN BRONX OFFICE 
Sohmer & Harris, general agents of 
the Equitable Life and managers for 
New York of the accident and health 
department of the Standard Accident, 
have completed arrangements to -spen 
an office in the Bronx with facilities 
for all lines of insurance, specializing 
on casualty business. The office will 
be in charge of A. A. Harris who is 

well acquainted with the district. 


WILL PRINT NO MORE LISTS 


OF DECEASED POLICYHOLDERS 








Announcement By American Central 
Life of Indianapolis—No Credit 
Due for Paying Losses 





The latest company to stop printing 
lists of policyholders is the American 
Central Life of Indianapolis. In explain- 
ing its decision the company says: 

“Many companies make it a custom 
to publish at stated intervals the num- 
ber and amount of death losses paid 
the be. eficiaries thereunder, and the 
names and residence of the insured; 
and we formerly gave this information 
in the columns of the Megaphone. We 
ceased this practice, however, as it 
seemed to do no real good and some- 
times was embarrassing {io the i-enefi- 
ciar‘es. There are many persons keen 
te secure such information with the 
Lope that they can influence the bene- 
ficiaries in some speculation that had 
better be avoided. 

Pays All Claims Promptly 

“Again, many companies in their 
company papers publish letters from 
beneficiaries acknowledging receipt of 
the benefit, the purpose, of course be- 
ing to show that it is the custom of 
the company to pay its claims prompt- 
ly. We have also followed this custom 
in the past. It has occurred to us, how- 
ever, that there is no particular credit 
due a company for paying its death 
claims, as it is in business primarily 
for that purpose, and there is no ade- 
quate reason for any well established 
company to delay payment longer than 
necessary. The American Central pays 
all death claims immediately upon re- 
ceipt of due proofs of death, and it 
would seem that it is unnecessary to 
reiterate the fact that it does so. 

“Therefore, we have decided to elim- 
inate such letters from the columns of 
the Megaphone except in cases where 
some statement may be made that 
might serve to call the attention of 
other persons to the benefits and ne- 
cessities of life insurance. A letter 
from a widow who is a _ beneficiary 
under a policy, stating that she had 
been much opposed to her husband’s 
carrying insurance, but now realizes 
how much wiser he was than she, we 
believe we would be justified in print- 
ing for the effect it might have on 
cther husbands or wives.” 


EXAMINE PACIFIC MUTUAL 


California, Oklahoma and 
Making Investigations—S. 
Wolfe in Charge 


Virginia 


The Pacific Mutual Life Insurance 
Company requested an examination 
and the Committee on Examinations of 
the National Convention of Insurance 
Commissioners designated the States 
of Oklahoma and Virginia to join with 
the California Insurance Department 
in the investigation. The examination 
has been in progress for some time 
and is in charge of S. H. Wolfe, who 
has returned from Los Angeles while 
the routine work is in progress. Mr. 
Wolfe expects to go to California 
again in a fortnight and will probably 
remain until the examination is com- 
pleted. 








Security Mutual Life Insurance Company 


Binghamton, N. Y. 


Offers to men able to produce business first class territory, 
with direct contract providing liberal compensation. 


For particulars, address 


C. H. JACKSON, Supt. of Agencies 








THE 
First Mutual 


Chartered in America 


New England 
Mutual Life 


Insurance Co. 
BOSTON, MASSACHUSETTS 





Operates on a full 3 per cent. Re- 
serve under Massachusetts Law, 
and offers the best possible se- 
curity, with a safe, equitable con- 


tract. 
FINANCIAL STATEMENT 
Assets, Dec. 31, 
a. eee $70,163,011.03 
Liabilities ........ 65,159,426.58 
ee $5,003,584.45 


ALFRED D. FOSTER, President 
D. F. APPEL, Vice-President 
Wit PARBEY, Secretary 

- DAVIS, Asst. Secretar 
FRANK T. PARTRIDGE, Asst. Secretary 
MORRIS P. CAPEN, Asst. Secretary 


EDWARD W. ALLEN, Manager 
220 Broadway, New York 


LATHROP E. BALDWIN, Manager 
141 Broadway, New York 








The “Home Life” 


The fifty-fifth annual state- 
ment of the Home Life Insur- 
ance Company, of which 
George E. Ide is President, pre- 
sents a record of substantial 
benefits to its policy-holders 
during the year and a solid 
growth in financial strength. 

Assets increased to $30,- 
631,248.70 after paying to 
policy-holders $3,110,507 in- 
cluding dividends of 


$571,024 


The insurance in force was 


increased by $4,533,420 and 


is now 


$120,893,433 


For Agency apply to 


GEORGE w. MURRAY, Supt. of Agts. 
256 Broadway, New York, N. Y, 











1865 --- Fifty Years Old --- 1915 





Unexcelled In 


Favorable Mortality 


AND 
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The 
Provident Life 
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OF PHILADELPHIA 





Rates of Premium Extremely Low and 
still further reduced by 
Annual Dividends 














| 


| 
| 
| 
{ 
| 
| 
| 
| 
| 











THE EASTERN 


UNDERWRITER 





June 11, 1915. 

















Live Hints For Business Getters 


Practical Suggestions to Help the Man With the Rate Book Increase His 
Income and General Efficiency 














In preaching the gos- 

Pointers pel of life insurance 
from and looking around 

New York Life for prospects, Sidney 
Bear never loses sight 

o’ the coming generation. Quite a few 
of his original policyholders are ad- 
vancing beyond the insurance age. 
Wishing to perpetuate his name as the 
life insurance man of the family, he 
makes it a point to urge on parents to 
take out life insurance for their chil- 
dren about the time they reach the age 
of 15 years. He advocates taking in- 
surance for the children instead of buy- 
ing them jewelry, automobiles, etc. He 
has just concluded a_ $5,000 policy 
which the parents of a lad in school 
have decided to present to their son as 
a Confirmation present The thought 
applies to birthdays. Schools and col- 
leges are now closing. What could be 
more appropriate as a graduation pres- 
ent? In fact the writer was presented 
with a policy when he graduated from 
college, which he now looks back upon 
as one of the best and kindliest acts of 
friendship that were ever done for him. 





Pay Attention to Colleges 

Those of you who live in college 
towns, go up and see the members of 
the graduating class about chipping in 
for a small endowment policy on each 
life, the total to make a twenty-five or 
thirty thousand endowment fund for 
their Alma Mater forthe Class of 1915, 
payable when the policies mature, ten, 


fifteen or twenty years from now. It 
won’t cost each man much, the small 
amount annually would never’ be 
missed, and it makes an ideal way to 
perpetuate one’s interest in his uni- 
versity. 

Drop the Stock Arguments for a 

Moment 


Explain briefly to your man that he 
is going into one of the greatest busi- 
the world, a 


ness men’s clubs in co- 
operative society in which each mem- 
ber is a full partner (simply another 
name for part-owner), and the poor 
man’s dollar receives just as much of 
a return as the rich man’s. As show- 


ing the impersonal fairness of the 
Company and that all are treated ex- 
actly alike, President Kingsley received 
a letter recently from a policyholder in 
Los Angeles who tells how, twenty 
years ago, in a little Illinois village, he 
was persuaded to take a twenty-year 
Endowment which has just matured. 
“f’am a Russian Jew with very little 
education. The American language that 
I speak is only by ear and I could not 
understand the benefits and merits of 


your policy. You don’t need compli- 
ments from me but I think it is my duty 
to thank you. Had I known the con- 
dition of your policy twenty years ago, 


believe me | would have cut down my 
necessities of life to have had a larger 
policy.” 

The writer concludes by asking, if 
the agent who insured him is still with 


the Company, that he be thanked and 
extended the policyholder’s apprecia- 
tion. The agent is still with us. He 
is Mr. M. E. Cornell, Stock Exchange 
Branch; this letter is one of the high- 
est compliments that could be paid to 
the agent, to the Company, or to the 


profession of fitting policies to men. 
How Much Will You Take To-day for 
Your Business? 

The average business man or manu- 
facturer at the time of his death owns 
a business or an interest in a business 
which in itself is a large asset for his 
family. 

The practice of a lawyer, doctor or 
dentist, no matter how large or suc- 
cessful it may have been, will never 


benefit his family financially after his 
In other words the professional 


death. 


man must provide for his family or his 
own future material comfort by his per- 
sonal savings and by life insurance. In 
fact life insurance must of necessity 
provide the largest share of the protec- 
tion until he shall have accumulated a 
substantial amount from the invest- 
ment (if successful) of his savings. 
Lawyers, physicians, artists and pro- 
fessional men and women ought, first 
of all, to have life insurance. Then 
they can go ahead and spend their sur- 
plus, if they wish. Otherwise they are 
running close to the danger line. 


The Farmers Have Put in Big Crops 
in all Sections and are Good Pros- 
pects Because Their Prospects 
Are Good 
In all sections farmers foresee large 
returns at top prices and are in con- 
sequence in a frame of mind to apply 
for insurance at this time. Few farm- 
ers die wealthy. Usually when the 
time comes for the farmer to lay down 
the shovel and the hoe he has little to 
leave his family in the way of actual 
cash. His property, too, is frequently 
mortgaged and the family is usually in 
need of funds. As a rule, farmers are 
not good providers, and, although they 
appear prosperous, few of them suc- 
ceed in putting much money away. In- 
stead of investing in stocks, mortgages 
or other securities, as the city man 
does, rural dwellers invest their sur- 
plus in new lands, stock, buildings, etc. 
While such a course undoubtedly re- 
turns the largest dividends in the end, 
enough money ought to be placed in 
immediate cash-returnable ' securities 
to provide the family with ready means 

in case the unforeseen happens. 

The best and easiest course for the 
farmer to follow in protecting his fam- 
ily in case of death is -to carry a life 
insurance policy. Taking a policy on 
one’s life is a duty every man owes to 
his family, especially if his farm is 
mortgaged or debts have accrued. Life 
insurance in the form of an Endow- 
ment policy serves the double purpose 
of protection and an investment. The 
annual payments are so _ reasonable 
(with annual dividends) that almost 
any farmer can afford to carry a policy. 
It is something no farmer can afford to 
overlook. The farmer who can afford 
an automobile ought to carry plenty of 
life insurance. The farmer who can’t 
afford an automobile certainly can’t af- 
ford to get along without life insurance. 


Many Are Hit by the Present Depreci- 
ation in Investments, and Are 
Ripe Prospects 
This is one of the best talking points 
you could have at the present time. A 
leading writer expressed amazement 
the other day that more agents were 
not taking advantage of it. He said he 
was using it to the limit of his ability. 
A client of his, a very rich man, was 
bemoaning the present situation from 


an investment standpoint. “Why,” he 
said, “I have $590,000 in stocks and 
bonds, not fly-by-night securities, but 


the best of their class, and they are 


worth to-day $190,000 less than they 
were worth prior to this European 
War.” This gave the agent his open- 
ing. He showed the man the connec- 


tion between depreciated securities and 
insurance enough to make up the dif- 
ference or thereabouts. The result was 
that the man said, “show me your 
line,” and Mr. Rosen wrote him for 
$100,000. The person whose invest- 
ments are in real estate, also needs life 
insurance as perhaps never before.—- 
New York Life. 
* a. + 

When you are confronted 

The with a fact, don’t rest until 
Reason you get back of it and learn 

Why the reason for it’s existence. 

When the prospect tells you 
that he doesn’t believe in Life Insur- 
ance, has no use for it, and wouldn’t 
buy a dollar’s worth of it, you are up 
against the fact of stubborn ignorance. 

Yes, ignorance. For the man doesn’t 
live who can know about life insur- 
ance and not believe in it. Get back of 
the prospect’s unbelief. Work until 
you find the reason why he got started 
on the wrong track. 

Make no attempt to talk him out of 
his mistaken idea until you learn ex- 
actly why he is so “sot” against the 
best investment of them all. Perhaps 
some of his friends got mired down in 
the slough of assessment insurance, 
and he figured that all insurance 
worked out that way. Perhaps some 
of these “Wallingford” disciples told 
him he could make from 15 per cent. 
to 20 per cent. on their get-rich-quick 
propositions, and warned him not to 
‘tie up his money” with insurance 
companies. 

Your prospect may have a bulldog 
grip on his idea, and refuse to give it 


up. His lack of confidence is the de- 
termining factor against you. But a 
mistaken reason cannot hold. You 


can create confidence by stating insur- 
ance facts, and by explaining the rea- 
son why these facts are so import- 
ant. Your prospect will insist that his 
beliefs are good. But ignorance can- 
not prevail against knowledge. Lay a 
foundation of facts and upon it build 
a structure of confidence that will 
stand. 

When you tell the prospect that life 
insurance gives absolute protection for 
himself if he lives, for his family if he 
dies, don’t rest on that fact. Tell him 
the reason why. Tell him why the 
Arnett Abstract guarantees to give 
him the kind of policy he applied for, 
just as a real-estate abstract guaran- 
tees his title to the land he buys. 

Tell him that you can prove every- 
thing you say. There is where he 
wavers, for he knows that he cannot. 
Ignorance gives way to knowledge, sus- 


picion yields to confidence.—Eugene 
Arnett. 
* + - 
The man who never gets 
What into ruts, who succeeds al- 
is a ways in steering clear of 
Rut? them and keeps steadily on 


the broad, smooth paved 
highway of steady progress, is not an 
ordinary, but an extraordinary man, a 
very superman. He is the grand and 
fortunate exception to the rule, for the 
rule is that the great majority of us 
are bound to get into more or less deep 
ruts some where, some times, says the 
Prudential] Record. 


Hence the great importance of doing 
our level best, each one of us in the 
majority, to steer ourselves, guide our 
movements, and pursue our daily voca- 
tion so that, like the exceptional super- 
man who proves the rule, we will push 
steadily along and keep clear of ruts. 

What are ruts, any way? They are 
in the same class with lapses, arrears, 
low collections, not-takens and other 
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drawbacks and hindrances to straight- 
forward and steady advance, progress, 
prosperity, success. 

They are foes to good fortune. They 
are all to the bad, never to the good, 
Ever and always they stand for N. G. 
Never at any time or in any case do 
they represent O. K. They spell worry, 
delay, vexation, exasperation and the 
racking of the patience of the most 
patient. 

Hence the importance of doing one's 
utmost to be a superman, one who, 
somehow or other, either through good 
luck or good guidance, or both, is prac. 
tically immune from these serious ob- 
stacles to steady and prosperous ad- 
vance. 

But, failing of being a superman, and 
falling, like the general rule of folk, 
into ruts now and then, the only thing 
for one to do in such plight is to rally 
all one’s energy, all one’s will-power, 
all one’s resolution and indomitability 
of determination and get out of that rut 
and get on to the fine asphalt road of 
persistent advancement. 

The next thing to do, having gotten 
on to the road that leads to Victory- 
town, is to keep on this road and push 
strenuously along it until the end is 
reached—the grand goal of substantial 
success. 





PROSPERITY IN FALL 





Vice-President Fleming, of Kansas 
City Life, Tells What He Saw 
in Southwest. 





Col, Fred W. Fleming, vice-president 
of the Kansas City Life Insurance 
Company, who has just returned from 
a business trip to the Southwest, speak- 
ing of the conditions in that territory, 
said: 

“General conditions throughout 
Southwestern territory in the live stock 
industry, as well as farming operations, 
could not be better. There was a large 
snow-fall in the mountains during the 
Winter and continued seasonable rains 
since, with resulting abundance of 
water for stock and fine spring pas- 
tures. 

“The sheep and goat industry has be- 
come a very important one in the 
Southwest and the _ record-breaking 
price for wool—27 to 32 cents per pound 
—will yield a handsome profit to the 
sheep farmers. Goats’ wool, from which 
mohair is made, is bringing 35 cents 
per pound and the lamb crop, on ac- 
count of the favorable Spring, is bet- 
ter than usual. Encouraged by their 
successful operations last year home- 
steaders in the dry farming sections of 
eastern New Mexico put in a large 
acreage of winter wheat last Fall and 
the present condition of that important 


crop could not be improved upon. One 
homesteader in Curry county, New 
Mexico, produced thirty bushels of 


wheat to the acre last year and after 
supplying all his neighbors with seed 
wheat had 3,200 bushels excess for sale 
at high prices. There is an increased 
acreage in cereal crops throughout the 
entire table land of eastern New Mex- 
ico, as well as western Texas. All crops 
are looking fine. A traveling man for 
one of the Kansas City wholesale firms 
was quoted to me as saying that he had 
seen only one field of wheat between 
Amarillo, Tex., and Kiowa, Kas., but 
that it extended the entire distance be- 
tween these points and as far from the 
railroad as he could see. Perhaps this 
is a mild exaggeration, but the fact re- 
mains there is a largely increased 
wheat acreage and the outlook for a 
big yield could hardly be better. The 
entire Southwest tributary to Kansas 
City is enjoying an unequalled degree 
of prosperity and there is bound to be 
increased business in every line for 
Kansas City merchants and manufac- 
turers. 

“With a comprehensive plan of pub- 
lic improvement made possible by the 
bond election and the certainty of in- 
creased activity in Kansas City trade, 
everybody here should look to the fu- 
ture with courage and confidence.” 
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DISCUSSION OF SELF-ANALYSIS 


DAVENPORT 
AGENT 





BY A GENERAL 





L. M. B. Morrissey, of Phoenix Mutual, 
Gives Relation of Character to 
Success 





L. M. B. Morrissey, manager of the 
Phoenix Mutual Life in Davenport, Ia., 
in a talk on self-analysis, said: 

Self-analysis is a species of mental 
exercise, and like all other exercise is 
beneficial to growth and development 
of character. The human being has 
peen given a remarkable power of 
going upward and forward—a gift ac- 
companied by a responsibility for the 
determination of the degree of which 
our going upward and forward depends 
largely upon ourselves. Character is 
the result of this process of develop- 
ment. 

The character with which we are 
stamped is more or less reflected in our 
relations with others, but only we, our- 
selves, have the power of knowing if 
that character is really fixed and per- 
manent. We are all inclined to make 
excuses for ourselves, but it is neces- 
sary for the man who would make the 
most of himself and his capabilities 
to see and study himself as he really 
is. He must make an inventory of 
what material has been accumulated in 
himself and what there is for future 
years to build upon. 

Only in the mirror of his conscience 
can one’s true self be discerned. It 
rests with each of us what we shall see 
in that mirror, now and in the years 
to come. The past is important in so 
far as it has created the present self, 
but if that self falls short of the stand- 
ards which you have set for your judg- 
ment it is up to you to bring about a 
change. The character which you will 
see will be that which you are making 
it day by day. Some one has said: 
“Sow an act and you reap a habit; sow 
a habit and you reap a character; sow 
a character and you reap a destiny.” 
Slipshod methods of handling your af- 
fairs make you unstable, while sys- 
tematic habits of thinking and doing 
will make you clean cut and direct in 
your dealing. Every deviation from 
fixed standards of morality will make 
you to some degree an injurious mem- 
ber of society, while strict adherence 
to the same standard will make you 
a valuable influence for the right. The 
Golden Rule has been quoted so often 
it has become almost a joke, but it 
still forms as good a guide as any for 
right living. If you sincerely try to do 
to others as you would be done to by 
them, you are pretty apt to be the right 
kind of man, and beside that you will 
have more faith in the rest of mankind. 

Self-analysis should create a desire 
to make the most of one’s self and 
one’s ability. The personality radiat- 
ing from a strong, well-disciplined char- 
acter is an invaluable business asset. 
You cannot inspire confidence in others 
unless you have confidence in yourself, 
and you cannot have confidence in your- 
self without a certain amount of self- 
satisfaction. By self-satisfaction, in 
this case, I do not mean self-conceit, 
but the satisfaction that arises from 
the feeling that you are struggling to 
make the most of yourself and your 
capabilities. 





G. T. Wilson’s Fortieth Equitable 
Anniversary 
(Continued from page 5.) 

It is given to but few men to serve 
so progressive a relation and to main- 
tain always the love of those whose 
destinies are directed, held the confi- 
dence of one’s associates and secure 
the respect of all the world, always, 
and in every relation. 

We view with pride and record with 
keen appreciation the “Equitable Foot- 
steps” marking your career as office 
boy; stenographer; executive clerk; 


second assistant secretary; assist- 
ant secretary; fourth vice-president; 
third vice-president and second vice- 
president. 

And, therefore, we, the Board of 
Managers in the Metropolitan District 
of New York, emphasizing this occa- 
sion, take joy in your honors and join 
in extending our best wishes tor a 
further long period of service and use- 
fulness; a life of health and comfort, 
with peace and prosperity, and cordial 
friendships, which together make the 
sum total of existence and secure 
oe memories in the evening of 
life. 

We of the Equitable “Old Guard” 
pledge anew the same sincerity of pur- 
pose, the same degree of fidelity and 
the same cordial regard which has 
characterized our relations with you 
during all these years. Jerome J. Wil- 
son, Jno. N. Ryan, A. ‘A. Harris, byron 
A. Beal, Tilden Blodgett, Ashby Lee 
Biedler, Chas. A. Bryan, A. B. Cordner, 
Wm. L. Drumgold, Chas. Jerome Ed- 
wards, Martin T. Ford, Henry Hale, E. 
L. Hale, Arthur S. Herenden, Shep- 
pard Homans, Harry A. Marks, Wm. 
McElligott, Harris Mindlin, Wm. Har- 
lan Page, H. Hardcastle Pennock, John 


M. Riehle, Alfred Seibert, Emanuel 
Stern, Ferdinand Straus, Charles 
Wake. - 

What General Agency Association 


Thinks of Him 

The Equitable General Agency Asso- 
ciation addressed him as follows: 

To George Thomson Wilson from the 
General Agency Association of The 
Equitable Life Assurance Society in 
commemoration of his fortieth anni- 
versary, June 5, 1915. 

The General Agency Association of 
The Fquitable Life Assurance Society 
reflecting the sentiment in the heart 
of each Equitable agent, welcomes the 
opportunity to emphasize again ‘ts re- 
gard for George Thomson Wilson and 
express appreciation of those relations 
and performances which have been our 
example and inspiration for so many 
years, now culminating in his fortieth 
anniversary. 

It was the cordial hand of George 
Wilson that opened the door of wider- 
standing into the house of friendship; 
it was his voice that pleaded the cause 
of the life insurance agent in all sea- 
sons and under all conditions; it has 
been his inspiring and generous exam- 
ple which has helped many a man to 
grasp firm the handles of opportunity, 
resolved to turn a new furrow in the 
field of duty. 

His consideration, consistency and 
courtesy have created a wealth not 
measured in intrinsic terms, but in the 
hearts of all of us there has always 
existed, and always shall, a mighty ap- 
preciation and an unswerving fidelity 
toward the man who has ever stood 
ready to give friendly counsel and con- 
structive effect to our labors. 

In testimony whereof we have 
caused to be inscribed hereunto the 
names of the members of the General 
Agency body attested by the officers of 
our association. Henry J. Powell, 
president; Courtenay Barber, secretary. 


His Career 

After serving the Society as an office 
boy Mr. Wilson became a stenugra- 
pher and then secretary to James W. 
Alexander, at that time secretary of 
the Society and later its president. 
From secretary to Mr. Alexander he 
was made general executive clerk, then 
second assistant secretary, and fourth, 
third and second vice-president by dif- 
ferent stages of promotion. He is one 
of the most popular men in New York, 
a good after dinner speaker, and a 
member of the Metropolitan, New York 
Yacht, Union League and Bankers 
Clubs, and vice-president of the Pil- 
grims Society. 





J. H. Wallace has been appointed 
district manager at Seattle for the 
Central Life of Des Moines. Mr. Wal- 
lace was formerly connected with the 
State Industrial Insurance Commission. 





A meeting of the Executive Commit 
tee of the National Convention of Im 
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METROPOLITAN LIFE INSURANCE COMPANY 
HOME OFFICE BUILDING 


METROPOLITAN LIFE 


Insurance Company 


(Incorporated by the State of New York) 


Paki ~~~ Of the People 

The Company By the People 

For the People 

The Daily Average of the Company's 
Business during 1914 was: 

626 per day in Number of Claims Paid 


8.040 per day in Number of Policies 
Issued and Revived. 


$1,708,728 per day in New Insurance 
Issued, Increased and Revived. 

$305,754.00 per day in Payments to 
Policyholders and Addition to Re- 
serve. 


$161,826.87 per day 
Assets. 


EE 


in Increase of 


JOHN R. HEGEMAN, President 
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ORGANIZED 1871 


Life Insurance Company of Virginia 
RICHMOND, VIRGINIA 


OLDEST - LARGEST - STRONGEST 
Southern Life Insurance Company 


Issues the most liberal forms of Policies from $1,000.00 to $50,000.00 
CONDITION ON DECEMBER 31, 1914; 





iL cuvateapsnctaepesess cogeocnbec 
Payments to Polieyhoiders since Organization.... 
Is Paying its Policyholders over ........... 


GOOD TERRITORY FOR LIVE AGENTS 


oe pnphavdeabenecencnend $1,250,000.00 annually 


1,727. 653. 95 
99,256,046 
15,428,983, <8 








WILLIAM N. COMPTON 


General Agent 
Metropolitan District 
St. Paul Bidg., 220 Broadway 
NEW YORK, N. Y. 


DETERMINATION and ENERCY 
never before encountered such OPPORTUNITIES for 


LIVE ACENTS 


as are offered by the Policy Contracts 
OF THE 






INSURANCE COM 
OF GOSTON MASSACHUSETTS 








Assets over One Million. 


(average One Million a month). 
We want a capable general 
important open territory. 


The Guarantee Life Insurance Co. 
HOUSTON, TEXAS 


insurance in force over Twenty Millions of dollars. 


Business received first eight months, 1913, over Eight Million 


agent for vacant office. 








Life 


Insurance and Texas 











Texas has more than four million people, made up of 
home grown population and the best selections from other 
states. They are a progressive 
life insurance—about seventy million dollars a year. 

More than a hundred thousand suitable subjects in the 
state are uninsured, and several times oat number inade- 
quately insured. We want ten or a dozen more good field 
men to tell them about the Southland Life. 


JAS. A. STEPHENSON, President 


le and they are buying 


Address— 


DALLAS, TEXAS 








held at the Hotel Astor, New York 
City, at 10 o’clock, Monday morning, 


the Committee on Blanks, and such 
other matters as may come before the 


surance Commissioners is called to be June 14, 1915, to act on the report of meeting. 
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Entered as second-class matter Jan- 
aary 4, 1907, at the Post Office at New 
York, N. Y.; under the act of Congress 
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THE FEDERATIONS 

It seems about time for fire insur- 
ance men to make up their minds 
whether they intend to join the insur- 
ance federations which have grown so 
rapidly in less than two years’ time 
that a central council has been formed. 
So far the fire insurance men have 
held aloof, with the exception of a lim- 
ited number of agents. There has al- 
ways been an undercurrent of antagon- 
ism to the federations based on the be- 
lief that nothing can be gained by or- 
ganized political activity coupled with 
a fear of the power that can be exer- 
cised by such organizations, if their 
growth continues at the same propor- 
tion as in recent months. 

In view of the fact that the federa- 
tions are now of considerable size; 
that they will purport to speak for in- 
surance; and that they intend to act 
promptly in “protecting the rights of 
the insurance community,” fire insur- 
ance men should certainly be repre- 
sented. Moreover, forming such a 
large part of the insurance world, they 
should be active in the councils of the 
federation so that their conservatism 
will act as a check, if nothing more. 
It is inconceivable that the companies 
want to sit supinely by and let an or- 
ganization of thousands of men speak 
publicly for the insurance community, 
without in a measure gu‘ding the voice. 





MR, POTTER’S ADDRESS 

The Eastern Underwriter devotes 
nearly a page this week to an address 
delivered in Dunkirk, N. Y., by Ralph 
G. Potter, secretary of the Underwrit- 
ers’ ‘Association of New York State, 
who represents a type of rate expert 
in this country which is growing in 
numbers, viz.: a man of diplomacy and 
discernment, coupled with ability. 
Whenever a rate expert is brought into 
contact with the public the interview 
should be to the advantage of the in- 
surance business, Three good repre- 
sentatives of this class of rating man- 
agers who come readily to mind are 
Mr. Robb, of the New York Fire In- 
surance Exchange; Mr. Brown, of New 
Jersey; and Mr. Wiederhold, of the 
Middle Department. A rating manager 
without tact and with a narrow vision 
is out of keeping with the times, no 
patter how profound his knowledge of 
insurance conditions. Such men 
should not be given promotion or 


power. 
Mr. Potter’s talk is recommended to 
rating managers, agents and brokers. 


It can be used to advantage by all 
three. He correctly says: “A rating 
organization does not advertise and my 
experience has convinced me that the 
time has come when the activities and 
engineering facilities of our organiza- 
tion should be outlined to the public.” 

Whenever the public shows a de- 
sire to learn how the insurance busi- 
ness is conducted that wish should be 
gratified. A rating manager must re- 
gard it as an event of importance if men 
of affairs invite him to explain his 
business. Such requests come more 
frequently than formerly, and _ the 
preparation of a speech on the sub- 
ject, while it may take time away from 
the tremendous detail necessary in the 
successful conduct of a rating office, is 
well spent, and will be repaid a hun- 
dred fold. The main thought to propa- 
gate is that rate making is not done in 
a hit or miss fashion, but is a science. 
Not later than last week a New York 
daily paper contained a half column 
story about fire insurance rates, argu- 
ing that the rate making organization 
in an adjoining state is a trust. Such 
statements should not be ignored or 
ridiculed, but can easily be answered 
by an explanation which will remove 
the original misconception of fire in- 
surance conditions, 





TO TEACH INSURANCE 

With an objective of educating young 
men in the insurance business, the In- 
surance Society of Baltimore, was 
founded last week, in that city. Every 
branch of the insurance business was 
represented and the eighty-four men 
present enrolled themselves as mem- 
bers. John P, Lauber, was temporary 
chairman and Arthur Koppelman, tem- 
porary secretary. The next meeting of 
the organization will be held on June 
17. John T. Stone, president of the 
Maryland Casualty Company, was the 
principal speaker at the meeting. In 
part he said: 

“Unfortunately,” he said, “the insur- 
ance business is looked upon as a catch- 
ali for the derelict. Many say the busi- 
ness has degenerated, because there are 
so many parasites in it. It is for us to 
train men for efficient service. We 
must equip them so we will feel justi- 
fied in sending them out to fill responsi- 
ble positions as capable insurance men. 
We have requests from our agents for 
men who have the technical as well as 
the practical business sense. 


“A man so equipped for work will 
have no trouble procuring a position. 
There are more jobs than there are 
thoroughly trained men to fill them. 
Such an institute as you have organized 
here will be a tremendous advantage 
to the young insurance men of Balti- 
more.” 

Andrew B. Chambers, of the Penn 
Mutual Life Insurance Company, said 
the Baltimore underwriters would co- 
operate for the new organization’s suc- 
cess. He also told of his committee’s 
plan to request all educational institu- 
tions of this city to add an insurance 
department as a part of their course. 

John H. Kenney, president of the In- 
surance Institute of America, told of 
the results that had been obtained by 
similar societies in other cities and pre- 
dicted years of useful work for the 
society here. 





Mr. and Mrs. S. Albert Batty, of Uti- 
ca, New York, announce the engage- 
ment of their daughter, Leila Florence, 
to John F. Dryden, 2d. Mr. Dryden is 
a member of this year’s graduating 
class at Yale University, is the only 
son of Forrest F. Dryden, president of 
The Prudential Insurance Company of 
America, and a grandson of the late 
United States Senator John F. Dryden. 
No date has as yet been set for the 
wedding. 











The Human Side of Insurance 











LOUIS SCHAEFER 


Louis Schaefer who will graduate 
from this present connection in the T. 
Y. Brown & Co. office on the fifteenth 
instant and set up in the agency busi- 
ness on his own account at No. 1 Lib- 
erty Street, representing the Dubuque 
Fire & Marine Insurance Co., is well 
and favorably known on William street. 
He was born in New York City in 1872, 
attending the public schools. At the 
age of twelve he was a cash boy with 
E. J. Denning & Co., (later absorhed by 
Wanamaker’s). He entered the insur- 
ance business and gained his brokerage 
knowledge with H. C. Plass, a former 
agent of the Franklin Fire. He left 
Plass to go with the late T. Y. Brown, 
in whose office and under whose tute- 
lege he gained his underwriting and 
agency experience. He has been con- 
nected with the Brown office for more 
than twenty-two years, during which 
time he has filled practically every 
position in a metropolitan agency. His 
experience as a surveyor, covering 
about fifteen years gives him a knowl- 
edge of risks in Manhattan which will 
prove valuable in his new. connection. 
Mr. Schaefer takes with him in enier- 
ing the agency business the best 
wishes of his host of friends. 

+ +« * 

W. C. Baldwin, president of the 
Pittsburgh Life & Trust Company, is 
confined in the Johns Hopkins Hospi- 
tal, Baltimore, where he underwent an 
operation recently, which, his friends 
will ‘be glad to learn, was successful. 
Mr. Baldwin is on the road to recovery. 
While not possessed of any too robust 
health for a number of years Mr. Bald- 
win has been an indefatigable worker. 
The success and growth of the Pitts- 
burgh Life & Trust Company strikingly 
attests his ability. 

* * + 

Mrs. Caroll L. Vinson, of Houston, 
Tex., is junior partner of the Vinson 
Insurance Agency which she estab- 
lished with her husband four years ago. 
Mrs. Vinson is a graduate of Southern 
Illinois University, and has also stud- 
ied music in Chicago. She is an unique 
figure among Texas agents, and has 
been successful from the start. 

* ” on 


John Postgate is insurance editor of 
the Pittsburgh Post, and is doing good 
work, giving publicity to insurance 
matters. 





Thomas H. Williams, assistant man- 
ager of the American of Newark at 
San Francisco, is making a reputation 
not only as an underwriter, but as a 
publicist. He has a faculty of acute 
analysis of underwriting conditions 
coupled with the ab'‘lity of expression. 
When the Actuarial Bureau of the Na- 
tional Board of Fire Underwriters, was 
started Mr. Williams got in touch with 
the Bureau, and found out as much in- 
formation about its operations as could 
be secured. From this data he com- 
piled an address which later he deliy- 
ered before Coast underwriters, who 
up to that time were in the dark re- 
garding what the Bureau was requir. 
ing of companies. Mr. Williams’ talk 
was so clear that perfect loss reports 
have been coming in from the Coast 
ever since. The latest activity of Mr. 
Williams is a talk on “organization 
and methods,” delivered at the Uni- 
vers ty of Washington. In it he traced 
the growth of the business from its in- 
ception to its present status, emphasiz- 
ing in particular the differences be- 
tween stock and mutual companies 
and the advantages of the former over 
the latter. 

* * ” 

Benedict Devine Flynn, whose work 
with the Travelers is attracting wide 
attention, is a Hartford man, who re- 
ceived his education in the public 
schools and at Trinity College. On 
leaving college he entered the service 
of The Travelers and was appointed 
assistant actuary in 1907, and actuary 
of the casualty departments in 1911. 
He was elected to his present position 
in January, 1913. In June, 1913 he re- 
ceived the honorary degree of M. A. 
from Trinity College. He is a Fellow 
of the \Actuarial Society of America 
and a member of the council, a vice. 
president of the Casualty Actuarial and 
Statistical Society of America and a 
member of the Institute of Actuaries of 
Great Britain. These are considerable 
achievements for a young man. 

* * * 


Joseph L. Winslow is the oldest pol- 
icyholder of the Mutual Benefit. Ccn- 
siderable publicity has been given this 
fact recently, and upon the recent oc- 
casion of Mr. Winslow’s birthday he 
was given an old-fashioned shower, 
General Agent Walter DeC. Moore, of 
Portland, Me., being in charge of the 
event. The “shower” was a great suc 
cess. Mr. Winslow received more than 
150 letters and cards, and about twen- 
ty-five boxes of cigars. From Mr. 
Moore he got a humidor. The Port- 
land newspapers printed long stories 
of the felicitous occasion and Mr. 
Winslow has nothing but pleasant 
memories of his long association with 
the Mutual Benefit as a policyholder, 
and of the interest that has been taken 
in him by the Mutual Benefit. 

* ca * 


H. C. Clutia, superintendent of agen- 
cies of the Fidelity Underwriters, is 
to become superintendent of agencies 
of the Westchester Fire. He will as- 
sume his new duties on July 15. After 
his graduation from Amherst in 1901, 
he became connected with the Norwich 
Union. 

Later, he went with the general 
agency of Edward E. Hall & Co., New 
York. Five years ago he came to the 
Fidelity Underwriters as examiner and 
assistant to Second Vice-President 
Lopez. Last July he was placed in 
charge of the Western department of 
the Fidelity Underwriters as superin- 
tendent. He is a young man, who has 
shown marked ability since entering 
fire insurance. 





Cc. E. GAMBEL MANAGER 
C. E. Gambel has been appointed 
manager of the insurance department 
of the William M. Evans agency in 
Pearl River, Rockland County, N. Y. The 
agency represents the Aetna, Phila- 
delphia Underwriters, Fireman’s Fund, 

Glens Falls, Camden and County. 
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COMPANIESAWARDED DAMAGES 


FREIGHT CAR BLOCKED FIREMEN 





Supreme Court Jury Decides N. Y. 
Central Must Pay $51,608 Because 
Foundry Burned 





The Globe Malleable Iron & Steel Co., 
of Syracuse, N. Y., and twenty-one fire 
insurance companies, were awarded 
$51,608 in a suit brought in the Su- 
preme Court of this State, against the 
New York Central Railroad. The suit 
was the result of the destruction by 
fre on June 23, 1913, of the Globe 
Malleable Iron foundry. The fire de- 
partment was unable to reach the 
burning building because a New York 
Central freight train was moving slow- 
ly across two streets through which 
fireman had to pass. Two-thirds of 
the plant was destroyed when it could 
have been saved had the firemen 
reached the scene quicker. The com- 
panies were represented by George H. 
Bond and Edward Schoeneck, of Syra- 
cuse, distinguished lawyers, who were 
engaged by the J. S. Frelinghuysen of- 
fice to fight the case. 

Unique Action 

In discussing the case, George H. 
Bond said to The Eastern Under- 
yriter: “So far as we know no case 
of this character has ever been tried 
ia the United States. It presents many 
interesting features to insurance men.” 

Two questions of fact were submit- 
ted to the jury by Justice Leonard C. 
Crouch in his charge on Tuesday. One 
was whether the railroad was guilty of 
negligence in obstructing Greenway 
avenue and hindering the firemen from 
reaching the burning foundry. The 
other was if the railroad was guilty of 
negligence whether that was an ap- 
proximate cause of the loss of any part 
of the property destroyed. 

Experts sworn during the trial by 
the plaintiffs testified that the fire 
could have been placed under control 
if at least two more lines of hose could 
have been laid. They also said that 
the blocking of the crossing by the 
freight train made it impossible to 
check the blaze. 

Former Chief Croker a Witness 

Former Fire Chief Edward Croker 
of New York was called as an expert 
for the New York Central. He con- 
tradicted the testimony given by Dis- 
trict Chiefs William Coombs, Philip 
Kantz and John J. Levans by saying 
that the fire could not have been 
checked even if the department had 
not been hindered from reaching the 
foundry. His viewpoint was that the 
fire had reached the large room of the 
foundry and for that reason was be- 
yend control. One of the jurors said 
that while they were impressed with 
the testimony of former Chief Croker, 
they gave more weight to the evidence 
given by former Chief John P. Quigley, 


Fire Insurance Department 


on the grounds that the New York 
man’s testimony was mainly theoreti- 
cal. 

Railroad’s Defense 

The New York Central defense was 
based on an error of judgment on the 
part of the engineer and conductor of 
the freight train. Witnesses for the 
Globe Malleable Iron Company swore 
the freight was nearly three hours late 
and the train crew were unwilling to 
break the train to let the department 
pass. The number of minutes the de- 
partment was held up was another 
question on which both sides differed, 
the railroad witnesses saying it was 
six minutes and the firemen from 10 to 
15 minutes. 

Twenty-seven witnesses were called 
for the Globe Company and 19 for the 
railroad during the nine trial days. 
There were 57 exhibits received in evi- 
dence, mainly maps and photographs. 





THRESHERMEN’S MUTUAL 





Now Being Formed in Pennsylvania— 
Started in Lancaster Last 
Week 


The Association of County Motor 
Operators and Threshermen met on 
Saturday evening in the Chamber of 
Commerce, Lancaster, Pa. There was 
a lengthy discussion as to the insur- 
ance on the outfits of threshermen. 
There is a movement on foot for the 
organization of an insurance company 
by other associations in the State, to 
issue policies on the apparatus of 
threshermen. It was decided to ap- 
point a committee to consider what the 
local association will. do, and report 
at the next meeting. 





JOIN INSURANCE SOCIETY 

At the semi-annual meeting of The 
Fire Insurance Society of Newark, N. 
J., held on Tuesday, George E. Lyon, 
secretary of the New Jersey Fire In- 
surance Company; Roy C. Vanderhoff, 
assistant secretary of the American of 
Newark; W. I. Beatty, resident man- 
ager of the Firemen’s Fund, and 
George W. Lamoreaux, agent of the Im- 
perial, were elected members of the 
executive committee for the full term. 





BARNETT COHEN MEETING 
Representatives of companies on the 
Barnett Cohen loss in Washington 
held a meeting in Washington a few 
days ago and discussed several inter- 
esting features of this loss. Barnett 
Cohen did a wholesale notion business. 

The insurance involved is $17,000. 





FRANKLIN SPECIALS 
While the Franklin Fire, under its 
new underwriting control, has not yet 
announced its complete special agency 
staff, it is understood that Harry Austin 
and C. H. Wilkins represent the com- 
pany in New England, and H. L. Sta- 
ley, in New York State (headquarters 

in Utica) are to be continued. 
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Objection to Features of Boston Dis- 
trict Agency Regulation Met 
by Companies 





Despite complications in the Boston 
situation which followed the _ sub- 
division of agents into three classes, 
matters are gradually smoothing them- 
selves out. Two leading companies 
which objected at first to regulations 
governing the district agents, are now 
satisfied, as it has been decided that 
the agents may exercise their own 
choice as to where they will report 
business. On June 30 a large number 
of licenses expire, and some who can 
not qualify under any one of the three 
classes will be dropped. 

There is a growing sentiment that 
non-union companies join with union 
companies in the Boston Board agency 
agreement. Leading underwriters now 
regard the Boston agency situation 
more cheerfully than they formerly 
did. 
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RE-INSURANCE DEAL 





American Central of St. Louis Disposes 
of Tioga County, Pennsylvania 
Business 





A deal was consummated as of June 
9, noon, whereby the American Central 
Insurance Co. of St. Louis re-insured 
its Tioga County, Pennsylvania husi- 
ness in the Pennsylvania Fire of 
Philadelphia. 





HOLDS RAILROAD FOR FIRE 


Notice has been served on the New 
York, New Haven and Hartford Rail- 
road Company, by the National Seat 
and Novelty Company, of Hop River, 
Conn., that the officials of the Com- 
pany hold the railroad liable for the 
fire which destroyed its plant, on May 
5. The Seat Company’s contention is 
that the fire was started by sparks 
from a passing locomotive. The insur- 
ance of $6,000 was not enough to cover 
the loss. 








FRED. S. JAMES 





“Two of the Oldest and Strongest Fire Insurance Companies of France” 


GENERAL FIRE ASSURANCE COMPANY 


OF PARIS, FRANCE 


ESTABLISHED 1819 


URBAINE FIRE INSURANCE COMPANY 


OF PARIS, FRANCE 


ESTABLISHED 1838 
Agencies Desired in the Principal Cities and Towns 


FRED. S. JAMES & CO. 


United States Managers 
No. 123 WILLIAM STREET 
NEW YORK CITY 


GEO. W. BLOSSOM 
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NEW JERSEY NOTES 


AVERAGE N. J. RATE IS .882 


LOWER NOW THAN DURING 1912 








Erroneous Statements in Articles Pub- 
lished By New York Sun and 
Commercial 





Fire insurance agents in New Jersey 
are considerably puzzled by the ap- 
pearance in the New York Sun and the 
New York Commercial of depatches 
from Trenton attacking the Ramsay 
act. The stories start as follows 
“Business interests are blaming the 
Seven Sisters anti-trust law for a pro- 
nounced advance in fire risks.” 

Continuing, the articles declare that 
the rates are arbitrary in New Jersey, 
being fixed by one man, and “the law 
actually makes it lawful for the insur- 
ance companies to form a trust to 
maintain rates. No insurance company 
can write insurance in New Jersey at a 
lower rate than that fixed by the agent 
of the insurance combination.” 

Quotes an Example of Rate Increase 

An instance of alleged trust methods 
is quoted as follows: 

An instance has come to light in 
which a property valued at from 
$100,000 to $125,000 was mortgaged 
for $40,000 end insured in that sum 
in order to protect the holder of 
the mortgage. The premium rate 
was 83 cents, but when the policy 
expired and a renewal was sought 
the company carrying the insur- 
ance tried to get permission to re- 
new the insurance at the old rate, 
bet was told that it could not be 
done—the rate was fixed at $4.20. 
The property owner and mortga- 
gor put up such a fight that finally 
a compromise was made on $2.75 
In view of the fact that business ‘ame 

throughout the State and public officials 
have on a number of occasions ex- 
pressed themselves as pleased with the 
method of fixing rates so that there 
will be no discrimination, the articles 
in the Sun and Commercial are incom- 
prehensible. The Sun’s news service 
is purchased by the New York Com- 
mercial, and the erticles were written 
by the same man. 
The Average Rate 

The best way to characterize the 
articles in a sentence is to furnish 
proof that they are not true. The 
Eastern Underwriter is authoritatively 
informed that the average rate in New 
Jersey for the past three years is as 
fellows: 

1912, .895; 1913, .901; 1914, .882 

On October 4, 1913, the Ramsay Act 
became effective end the Atlee Brown 
office began issuing rates. A glance at 
the figures will show that rates are 
considerably lower now than they were 
Lefore the Ramsay Act was passed, and 
conditions in the State were in rate 
chaos. 

The average New Jersey rates for 
1912, 1913 and 1914, quoted in this arti- 
cle, are from the sworn reports of all 
the companies made to the Insurance 


Commissioner, and have been checked 
up by the Department. There can be 
nc error about them. It seems strange 
that a newspaper of the standing of the 
New York Sun should publish without 
investigation a statement so unjust to 
the companies and so incorrect. 
Can't Tell Anything from Individual 
Risks 

So far as the individual risk is con- 
cerned, the name is not given and 
would not mean much if it were. One 
has to know the conditions surrounding 
a risk before making rate quotations. 
The occupancy may have been com- 
pletely changed, a warehouse, for in- 
stance, turned into a powder mill. 


The truth about New Jersey rates is © 


that in some sections of the State 
where they- were abnormally high the 
top was sliced off; and in other parts 
there was an elevation where the best 
rating judgment showed such action 
necessary. The re-rating has been sci- 
entifically done and the facts, as al- 
ready stated, are that the average rate 
has decreased. 





COMMITTEE OF FOUR 





Presidents of Newark Fire Companies 
to Discuss Affairs of Salvage 
Corps 





The presidents of the Newark Fire, 
Firemen’s, New Jersey and American 
have consented to act as a committee 
of four to take up questions in regard 
to the Newark salvage corps. These 
questions refer to pensions, assets of 
the salvage corps, etc. 





ATLANTIC CITY CONDITIONS 

A special committee from the execu- 
tive committee of the Underwriters’ 
Association of the Middle Department 
will be named to investigate electrical 
conditions in Atlantic City. It seems 
that little attention has been paid to 
recommendations for the removal of 
electrical defects in the seashore resort, 
and special agents feel that something 
less than a conflagration should stir 
property-owners there to action. 





DODD RECONSIDERS 
Charles Dodd, who recently resigned 
as secretary-treasurer of the Newark 
Salvage Corps, has been induced to re- 
consider. He has accepted the secre- 
taryship, while Thomas C. Moffatt is 
now treasurer. 





MISS BYRNE A BRIDE 

More than 1,200 invitations were is- 
sued for the wedding of Miss Regina 
Byrne, daughter of Jos. M. Byrne, of 
Newark, and Frank Radel, president of 
the Radel Leather Manufacturing Co., 
oi Newark, on June 9. A number of in- 
surance men attended the wedding. 





INSURED CO-INSURER 
A meeting of companies interested 
in the Stengel leather loss was held in 
Newark on Monday. The assured is a 
heavy co-insurer. 





ANOTHER LINE FOR DODD 
The line of the Union Powder Co., 
near Perth Amboy, will be placed by 
Charles S. Dodd, manager in Newark 
for the Royal. 





WELL RECEIVED 


Assured Understands and Appreciates 
New Environment Charge of New 
Jersey Expert 





The new environment charge of the 
New Jersey Rating expert has been re- 
ferred to by underwriters as one of the 
most equitable filings in the making of 
insurance rates. Each of the conditions 
ot environment that are charged against 
an individual risk must be shown as a 
condition of fire hazard that does not 
exist in all risks of the same hazard. 
For instance: all buildings are not 
located out on wharf fronts; 
surrounded by marsh lands; are not 
surrounded by trackage of railroad ter- 
minals; are not located in the woods; 
and the assured seems to understand 
entirely that the risk that does not 
have certain environments, must have 
a cheaper insurance rate (all other 
things being equal), than the risk which 
is subject to certain features of envi- 
ronment. 





The Concordia Fire has re-insured 
the Oklahoma business of the Amazon 
Fire of Oklahoma, which will liquidate 
and retire. 
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Continental Insurance Company 


HENRY EVANS, President. 
80 MAIDEN LANE, NEW YORK. 


332 SO. LASALLE ST., CHICAGO. 


These American Companies are “Home Industries.” 


They deserve your support. 
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Capacity For Local Agents 


You can use our capacity as your own to take care of additional business 
beyond the capacity of admitted Companies. 


Our capacity is as high as $150,000 on a single risk with immediate binders 
and 10% commission to brokers. Guaranteed Underwriters. Use our special 
Surplus Line Department. Special liberal policies for Baggage Insurance. 
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FREDERICK 


least partially remedying this condi- 
tion have not been universally hailed 
with enthusiasm, as I have good rea- 
son to know, but thoughtful underwrit- 
ers both among companies and agents 
will admit the soundness of the corten- 
tion, viewed in the broad interests of 
the business. 

Second: The wonderful industrial 
rowth of the country, resulting in the 
amalgamation of manufacturing, trans- 

rtation and commercial enterprises 
and in the concentration of their finan- 
cial control in a comparatively few cen- 
ters, with the result that in many in- 
stances the control of the insurance 
has followed to the disgust and dis- 
couragement of the local agent. 

This is a natural and almost inevi- 
table development and one that the 
agent is powerless to arrest no matter 
how many rules he may pass ja his 
local board; indeed, experience has 
shown that these attempts to prevent 
the control of business from passing to 
channels, which at least have the ap- 
pearance of being logical, have gener- 
ally resulted in transferring it to the 
pooks of overhead writing or non- 
agency .companies. The important 
question for the local agent to deter- 
mine for himself is what he can do to 
stem this tide of advance and put him- 
self in position to handle as much of 
such business as he can secure from 
those who control its placing. Wide- 
awake local agents may, and are. ob- 
taining and placing insurance on risks 
located in New York, Chicago, and 
other large cities where local capital 
has become interested. There is no 
good reason why agents should not ob- 
tain and keep control of such business 
if they will equip themselves to give 
the requisite service. 

Some agents are realizing and adapt- 
ing themselves to these changed condi- 
tions and are profiting thereby, but is 
it not the fact that many of you are 
blaming the companies for the exist- 
ence of conditions that they, e nally 
with yourselves, have been powerless 
to prevent? 

Third: The installation of automatic 
sprinklers in many of the manufactur- 
ing risks of the country. 

This has resulted in the specializa- 
tion of such business to an extent that 
much of it is entirely lost to local 
channels, and even in those cases 
where the agent has succeeded in hold- 
ing the business his income has been 
quite seriously affected, nevertheless 
this specialization of sprinklered busi- 
ness by stock companies was _ inevi- 
table and, broadly considered, its con- 
tinued specialization is in the interest 
of the agency business. Quite natur- 
ally agents have not welcomed the in- 
troduction into manufacturing risks in 
their locality from which they may 
have been deriving a considerable part 
of their income, of a device that oper- 
ates so adversely to them, but here 
again the change was bound to come, 
and it will not be gainsaid that mvch of 
this class of business might have been 
retained by them if they had 1ecog- 
nized the changed conditions and 
placed themselves in position where 
they could have rendered the neces- 
sary service. 

Fourth: The rapid extension of the 
Principle of schedule rating. 

Agents have been slow to recoznize 
the revolutionary effects of this change, 
in many instances fighting it instead 
of educating themselves in the science 
of rating by this method; we all know 
that schedule perfection is yet far 
from realized, if indeed it ever will be, 


RE-INSURES ATLANTIC HORSE 

The Western Live Stock Insurance 
Co., of Peoria, Ill., has been authorized 
to transact business in the State of 
Connecticut. 

The business of the Atlantic Horse 
Insurance Company of Providence, R. 
I, has been taken over by the West- 
ern Live Stock Insurance Company, and 
Po its policies re-insured as of June 





W. DAY DISCUSSES RELATIONS OF COMPANY AND AGENT 


(Continued from page 1) 


but whatever we may think or say of 
the result of the application of sched- 
ules as affecting the rate upon the in- 
dividual risk in any particular class, 
the logic of the principle is irresictible. 
Applied to risks upon which judgment 
rates have obtained, it must disclose 
apparently indefensible differences and 
wide irregularities which, temporarily 
at least, operate in a disturbing man- 
ner. Schedule rating, however, has be- 
come the recognized medium of insur- 
ance departments for the removal of 
discriminatory features and properly 
so, and no agent is up to date who does 
not understand its application to some 
extent at least; and who has not pur- 
posed to equip himself and his office 
to serve his clients in this important 
respect. A thorough recognition of 
this fact by agents will save many 
risks now on their books that they will 
otherwise lose. 

Fifth and last, but by no means the 
least, factor I will mention as having 
had an important effect upon the rela- 
tions of companies and agents, and one 
to which agents have not given suffi- 
cient consideration, is: 

The evergrowing burden of cetail 
necessary to transact the business un- 
der modern methods. 

This necessitates the creation and 
maintenance of almost every conceiv- 
able form of bureau. These require- 
ments are for the most part a logical 
outgrowth of constantly changing con- 
ditions, but their fulfilment is neverthe- 
less increasing the difficulties of trans- 
acting the business and adding to the 
expense ratio without appreciably re- 
ducing the loss cost. It is here that 
we come to a fruitful source of diffi- 
culty between the agents on the one 
hand and the companies, through their 
legislating and enacting bodies, on the 
other. 

There do not seem to be any serious 
differences between individual com- 
panies and individual agents, as such, 
but both companies and agents are un- 
questionably experiencing increasing 
difficulty in giving united expression 
to their views, not from any studied or 
intended opposition on the part of 
agents nor from any disinclination on 
the part of companies to give due con- 
sideration to the views of their agents, 
but rather because of the loss dy the 
companies themselves of much of their 
power of individual action. 

Under the operation of State laws in- 
dividual initiative has largely heen 
taken from the companies and it is 
only by united action, expressed 
through associations existing for that 
specific purpose, that they are now 
able to speak to their agents. This 
delegating of the supervisory functions 
of the companies to organizations and 
individuals not directly controlled, or 
at least only partially controlled by 
them, makes the smooth conduct of the 
business exceedingly difficult and calls 
for the exercise of the greatest discre- 
tion and forbearance both by those 
charged with the duty of conveying the 
wishes of the companies to _ their 
agents and by the agents themselves. 

Faith in the Good Sense of Agents 

I have the greatest faith in the good 
sense of the large majority of agents 
and believe that they are desirous of 
learning and carrying out the wishes 
of their companies. I am equally cer- 
tain that the companies, as a body, 
are not unmindful of the rights and 
welfare of their agents, and if this be 
so it ought not to be difficult to secure 
a larger measure of co-operation than 

2s been evident for some time past. 


AUTO SERVICE FOR PYRENE 

The Pyrene Company, manufacturers 
of the famous Pyrene Fire Extinguish- 
er, have started a complete motoriza- 
tion of its sales department. Six new 


Ford cars have been purchased and 
will be assigned to the six branch 
stores where they will be used exclu- 
sively by the salesmen, and not for 
deliveries. 


The Company expects in 


Let us consider for a moment what 
place this association may and should 
assume in bringing about this desirable 
end, for there can be no question that, 
wisely conducted, it can be of incalcul- 
able assistance to the companies in fur- 
thering our mutual interests. 


Under Article 2 of your Constitution 
the object of the association is de- 
clared to be “To support right prin- 
ciples and oppose bad practices in fire 
underwriting, as well as to promote a 
closer fraternal relationship between 
members,” and such an object cannot 
be other than commendable, but when 
we consider that your membership is 
composed of agents as distingvished 
from individuals, did not the framers 
of your constitution unnecessarily 
limit its declared scope? The defini- 
tion of the word agent is given as “one 
who acts for, or represents another.” 
May it not be the case that when you 
agents came together in association 
you failed to include as one of your 
objects that which would have in meas- 
urably strengthened your organiza- 
tion? Suppose your objective hed fur- 
ther read “and to foster among mem- 
bers a spirit of co-operation with their 
companies,” would not a larger meas- 
ure of confidence by each in the aims 
of the other have resulted, thus avert- 
ing or at least minimizing many of our 
mutual troubles? May it not have 
come to pass that in the perfectly na- 
tural and proper endeavor to advance 
your own interests you have not at all 
times given the company’s side the 
consideration to which it was entitled? 
I do not hesitate to state thut too 
often the companies have put them- 
selves in a parallel position ani have 
done too little to foster a greater spirit 
of co-operation. 

Sums Up 

This brings me to ask the practical 
question—What part may this Associa- 
tion play in the re-establishment of 
company and agency relations upon a 
r.ore satisfactory basis? 

kirst: There chould be a fulle: rec- 
ognition by the agents themselves that 
conditions have changed, that the com- 
panies have become subject to require- 
ments over which they have little or no 
control, and that the business cannot 
now be conducted according to former 
methods. 

Second: The avowed object of this 
association should include a declara- 
tion of intent to actively co-overate 
with the companies in those directions 
wherein the influence of the agents, as 
a body, may be properly exercised. 

Third: The members of this asso- 
ciation, both collectively and as indi- 
vidual agents, recognizing it as a duty 
in which their own best interests are 
involved, should be a medium by which 
the insuring public may be made more 
familiar with the necessities of the 
business from the companies’ stand- 
point. 

Quotes National Board Figures 

If you have read and thoughtfully 
considered the report presented by the 
president of the National Board of Fire 
Underwriters at its annual meeting two 
weeks ago you have been impressed 
with its unfavorable character. Tt 
showed for all companies an underwrit- 
ing loss of .78 per cent for the past 10 
years, and for the year 1914 an under- 
writing loss of no less than 4.21 per 
cent. Have these figures no meaning 
for you agents? Do they not clearly 
show the trend of the business? 

The time has surely arrived when 


a short time to put a number of auto- 
mobiles in the delivery department. 





EKERN’S TERM NEARLY UP 

Commissioner Ekern’s term expires 
this month. The Wisconsin legislature, 
which has been consolidating a number 
of the State departments, has passed a 
bill making the fire marshal’s depart- 
ment a part of the insurance depart- 
ment. 





we must get closer together. “A 
house divided against itself cannot 
stand,” and so my call to you this eve- 
ning is for a broad outlook, a willing- 
ness to let your individual opinion be 
merged for the general good, a full 
conception of your responsibilities and 
opportunities as men and as agents. 

In asking this I am not forgetting 
that the companies must do their 
share, and while on this occasion | am 
only an officer of my own company and 
cannot, of course, speak for other com- 
panies, | am at least a member of a 
committee which has now become the 
avenue of approach between companies 
and agents in this State, and in what- 
ever capacity I can do so, I pledge you 
my utmost in the endeavor to make the 
rough places smooth. 

I am not one of those who believe the 
time is near at hand when the local 
agent will have outlived his usefulness 
or cease to be the medium between 
company and assured; on the contrary, 
American business methods are such 
that he seems to be more firmly in- 
trenched than ever as the producing 
partner, and as such he is naturally 
interested in the welfare of his com- 
panies, for it goes without saying that 
if the companies are not prosperous 
there can be no lasting prosperity for 
the agents. 





30 OUT OF 31 





L. M. Irving’s “Crew” Makes Record 
Getting Membership for Local 
Agents’ Association 





The committee in charge of the cam- 
paign in Clinton, Essex and Franklin 
counties, for getting membership in 
the New York State Local Agents’ As- 
sociation, and composed of L. M. 
Irving of Malone, N. Y., Capt. W. E. 
Parkhurst of Plattsburg, and Thomas 
Dickinson of Champlain, started from 
Rouses Point on Monday morning, May 
24. The first calling point was Cham- 
plain, from there to Chazy, and Platts- 
burg, arriving at the latter at noon, 
where the committee entertained the 
Plattsburg agents at luncheon at the 
Hotel Cumberland. 

“From there,” said Mr. Irving to The 
Eastern Underwriter, “we went to 
Keeseville, Keene and Ausable Forks, 
spending the night at the Deerhead Inn 
at Blizabethtown. On the 25th we vis- 
ited Crown Point, Westport, Port 
Henry and Ticonderoga. Next day 
wen on to Scroon Lake, Lake Placid 
and Saranac. Completed the trip on 
the 27th, reaching Malone at 4 p. m. 

“In the course of the trip we saw 
thirty-one agents, and succeeded in st- 
curing the applications of thirty. The 
agencies in those counties are pretty 
well scattered, so it took considerably 
longer to cover the ground than it 
should. We found al] the agents we 
visited most enthusiastic, and they ex 
pressed themselves as believing that 
the association will be of great help in 
the future. Several of the new mem 
bers signified their intention of attend- 
ing the convention in Utica.” 





FIRE PROTECTION LECTURE. 

The New York Chapter of the Na- 
tional Fire Protection Association will 
listen to William H. McNutt on the 
“Dangers from Explosion of Gasoline, 
Benzine and Other Volatile Oils in Fac- 
tories, Mills, Motor Boats, Garages, 
etc.,” at the City Club, New York, on 
June 14. 





NO MEETINGS TILL FALL 

The reading of the paper by James 
A. McKenna on “Ascertainment of 
Value and Profits from Books and Ac- 
counts,” which was scheduled for the 
meeting of the Insurance Society of 
New York last Tuesday, has been in- 
definitely postponed until the Fall due 
to Mr. McKenna’s absence in Rich- 
mond. Announcement is made by the 
Society that there will be no meetings 
during the Summer. 
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BROKERS ACTIVITIES 








THE DUVEEN LOSS 


Reported That $190,000 Was Realized 
on Sale of Paintings—May Go 
to Court 


“Shipping llustrated” prints the fol- 
lowing story about the Duveen paint- 
ings loss: 

The sale of damaged paintings 
by old masters which took place 
last week at the Plaza Hotel has 
its bearing on the general question 
of the security behind Lloyd’s 
policies. These paintings were in 
transit to this country from France 
last November in the French 
steamship “Mississippi” when that 
vessel took fire. the paintings 
were in that part of the hold 
which was attacked by the flames. 
They were owned by the well- 
known art dealers, Messrs. Du- 
veen Bros., who claimed a total 
loss on the ground, although can- 
vasses might be restored, the rep- 
utation of their firm did not allow 
them to deal in restored works of 
art. As the value of the whole 
shipment aggregated some $800,- 
000, the underwriters of Lloyd’s 
who had gone on the policy de- 
murred and put the matter in the 
hands of the Salvage Association 
who proceeded to deal with the 
matter as if it had concerned a 
damage repair on a tramp steamer. 
Messrs. Duveen, however, refused 
to consider the matter in this light 
and put up the paintings for sale. 
The sum realized was in all $190,- 
000, so that the underwriters are 
still liable for upward of $600,000 
and the settlement may yet have 
to be ordered by the courts, as 
both parties have retained counsel. 
This case has created a most un- 
favorable impression in local art 
circles and we understand that as 
a result a number of collections of 
great value which were insured 
against fire by Lloyd’s underwrit- 
ers have since been placed in the 
hands of well-known American and 
foreign companies. 

The line in dispute is a floater placed 
in London with Lloyds. 

« * a 


Jersey Rates on N. Y. Trucks 

Several New York brokers have com- 
plained during the week of the opera- 
tion of an organization in New Jersey 
through which the owner of a motor 
truck in New York can join this asso- 
ciation, use its address and thereby 
secure New Jersey rates on their 
trucks. The New York rate on auto 
trucks, first class, on liability is $250 
and on property damage $100. The 
New Jersey rate, first class, on liability 
is $125 and on property damage $50. 
Similarly, the rates on all classes aver- 
age about fifty per cent. of the New 
York rates. 





CHURCH INSURANCE 

The National Mutual Church Insur- 
ance Company of Chicago is soliciting 
insurance on Methodist Church prop- 
erty in West Virginia. This leads the 
Commissioner of Insurance in West 
Virginia to say: “As the company is 
not licensed, it is not subject to our 
supervision, and suit could not be 
brought against it in the West Virginia 
courts. Anyone acting for it in the ca- 
pacity of agent or solicitor would be 
in violation of law.” 





PULP MILL BURNED QUICKLY 

The pulp mill of the Gould Paper Co., 
Port Leyden, N. Y., was destroyed by 
fire a few days ago, a $60,000 loss. The 
fire started at 11 o’clock, from shavings 
that were burning in the boilers. The 
sparks from the shavings spread rapid- 
ly, and in an hour and a half the plant 
was in ashes. 


REPEALS TAX BILL 


Governor of Pennsylvania Acts Regard- 
ing License Tax on Agents in 
Small Towns 


Governor Brumbaugh of Pennsyl- 
vania this week vetoed the Walton 
Bill amending the third class city gov- 
ernment act of 1913, which act re- 
pealed the act of 1911, prohibiting 
cities of the third class from levying 
a local license tax on insurance agents. 
On May third the Governor signed bill 
No. 122, reading as follows: 

An Act 

Prohibiting any city, county, or municipality 
from imposing or collecting any license fee 
upon insurance companies or their agents, or 
insurance brokers, licensed to transact busi- 
ness by the Insurance Commissioners. 

Section 1. Be it enacted etc., That from 
and after the passage of this act, it shall be 
unlawful for any city, county, or municipality 
to impose or collect any license fee upon 
insurance companies or their agents, or in- 
surance brokers, authorized to transact busi- 
ness under an 2*t approved the first day of 
June, nineteen hundred and eleven, entitled 
“An act to establish an Insurance Depart- 
ment; authorizing the appointment of an In- 
surance Commissioner, and _prescribin his 
powers and duties; also providng for the li- 
censing, examination, regulation, and dissolu- 
tion of insurance and surety companies and 
associations, and for the licensing and regu- 
lation of insurance agents and _ insurance 
brokers; also providing for the collection of 
fees, and prescribing penalties for the viola- 
tion of any of the provisions of this act, and 
repealing all existing acts.” 

Section 2. That all acts or parts of acts 
inconsistent with this act be and the same 
are hereby repealed. ; 

Repealing that part of the bill of 
1913 which relates to the taxation of 
insurance agents by cities of the third 
class. The Walton Bill just vetoed 
would have repealed the above bill ap- 
proved May 3, for the following rea- 
sons as stated by the Governor: 

In general its provisions are worthy. It 
however, on page 9 contains a provision relat- 
ing to license fees from insurance agents. 
These agents are required by law to pay a li- 
cense through the State Insurance Department. 
To make this clear and to overcome the law o 
IgII reorganizing the insurance department pro- 
hibits local license fees. The Clark act re- 
peales this. Then the Assembly passed House 
vill No. 517, which was arnroved May 3, 1915. 
To approve this bill would be to repeal the 
act of May 3, 1915. The last named act is 
just. This bill, therefore, valuable as it is 
cannot be apnroved. It is hoped that at a 
subsequent session these confusing and con- 
tradictory features may be eliminated and a 
proper act approved. 





FACTORY ASSOCIATION MEETS 

The twenty-fifth semi-annual confer- 
ence of the Factory Insurance Associa- 
tion of Hartford, was held at Hartford 
this week. The review of the year was 
given Monday morning, and iu the 
afternoon, papers were read on fires, 
sprinkler leakages and windstorms. 
The questions discussed Tuesday were 
on engineering problems, water sup- 
plies, tanks and underground piping 
work. 

Wednesday was set aside for the dis- 
cussion of factory construction and fire 
hazards. After the reading of a num- 
ber of papers on this subject there 
was an open discussion, followed by a 
review of the conference, which ended 
the work. 





Charles C. Chartier has become 
counterman for T. Y. Brown & Co. 
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NEWARK, N. J. 


The Oldest Fire Insurance Company in New Jersey 


INCORPORATED 1811 


Agents Desired at Unrepresented Points 





JAPAN LEADS ALL 


Average Number of Fires To 1,000 
Population Last Year Was .21— 
American Percentages 


The National Board’s Committee of 
Statistics gives the following as the 
number of fires to 1,000 population in 
foreign cities during 1914: 








“The Leading Fire Insurance Company 
erica”™’ 





Melbourne ...... 2.02 Winnipeg ....... 91 
EM, Sndceness 5-74 Vancouver ...... 1.97 
Copenhagen ..... 99 London, Eng. .. .80 
Yorn, BUg. cccce 43 Lancaster, Eng. 29 
Bordeaux ....... -56 PG Seasebenen 1.28 
eer Bs Dresden 
eee 42 PL. natvoneate 
SME - Scsnccseaes 1.19 Florence 
Ravenna .28 Nagasaki 
okio . .22 Osaka CASH CAPITAL - $5,000,0%0.00 
Yokahoma -30 Manila 
Moscow 33 Madrid wes. pee er agg 
Stockholm ...... 1.89 Basle = ~ a 
The Hague ..... 97 Amsterda «es Tae HENRY E. be Be N, WILLIAMS 
y i ecretary 
The average number of fires in Japan me pa 7 


last year to 1,000 population was .21. 
Compare these figures with American 


cities: 
Birmingham ....12.36 
San Francisco .. 5.44 


New Haven ..... 5.89 
Washington .... 3.69 
OO eee 5.08 
Des Moines ..... 11.03 
Chelsea ° 

Bay City 

Concord 





Assistant Secretaries 
GUY E. BEARDSLEY 
RALPH B. IVES 


W. F. WHITTELSEY, Marine Secretary 


E. S.:ALLEN, 


Los Angeles ... 4.08 














ON eee 4.08 
Martherd ..cccece 5.70 
Pensacola ...... 12.85 
Indianapolis .... 8.20 
eee re 5. 

OEE. askihahialwionss 13.18 
Kansas City ....10.19 
Memphis ....... 9.20 





PLACE INSURANCE IN HOME COM- 
PANIES 

Insurance on the Hartford City Hall 
and Hall of Records has been placed in 
Hartford companies exclusively, with 
the exception of $7,000 on the Standard 
of Hartford. Of insurance canceled 
$39,000 was originally 
The local papers had 
considerable to say about the cancela- 


lish companies. 


tion. 


Assurance Co. 
OF TORONTO, CANADA 


Fire, Inland Marine and 
Tornado 
UNITED STATES BRANCH 
January 1, 1915 


EY, chawiitnrabegdtnndeudtreiieh $2,543,973.35 
ne OT Be ccccccccccsesssce 1,076,347-75 


W. R. BROCK, President 
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JOBRN KAY, Vice-President and Treasurer 
NEAL BASSETT, Vice-President 


Firemen’s Insurance Co., Newark, N. J. 


Statement January 1, 1914 


NE Ns 6:05:50 hesiene 0.4550 Fess ates ssee sane abe $1,000,000.00 
SUPAOU SGD TOOT UD 6:0 5.556 a 01555 occa vnc viscevavineces 2,845,185.81 
Reserve for Unpaid Losses and All Other Liabilities... . 273,985.87 
DE III i doiwren cx saydenn «seo genieted oe rook. 2,720,038.31 
Es INI 5 stots oC omg catetirascaantiws’, $6,839,209.99 


During a successful record of 58 years this Company has paid losses exceeding 


$14,000,000.00 


DANIEL H. DUNHAM, President 
A. H. HASSINGER. Secretary 
J. K. MELDRUM, Assistant Secretary 

















ASSETS 


Total 


New York City Agent, 








Real Estate (Equity) .............. 
ED ob wle-s.06 etwas ose ans 
Bonds (Market Value).............. 
Cash in Banks and Office ........... 
GND © 6.0 hc et iseiwesoncas 


ga OI ee 


ROBERT J. WYNNE, Pres. 


First National Fire Insurance Company 
of the United States 


WASHINGTON, D. C. 


WM. SOHMER, 75 William St. 
New York City. 


STATEMENT OF CONDITION DECEMBER 3lst, 1914 


LIABILITIES 

Outstanding Fire Losses ................... $ 39,278.41 
Unearned Premium Reserve ................. 244,603.01 
Accrued Charges on Real Estate............ 18,646.29 
ee ns ow 06 was he ba en tea» 8,156.78 
Capital Stock Fully Paid......... $877,275.00 
Capital Stock Partially Paid...... 22,260.70 
EE pence Pee 7 404,407 .62 
Surplus to Policyholders ................... $1,303,943.32 

EE. sc escwasnx Cbdsdesecedoos sic eeeces $1,614,627.81 


JOHN E. SMITH, Managing Underwriter 
Brooklyn Agent, 
FRANK ECKEL BECKER, 153 Remsen St. 
Brooklyn, N. Y.. 
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WALLOPS STATE RATING 


PENNSYLVANIA AGENTS MEETING 








Change Association Name—Extends 
Membership—Adopts Resolutions— 
Elects Officers 





Declaring that there is no one con- 
nected with the State government 
either in or out of the insurance de- 
partment possessing sufficient knowl- 
edge to formulate rates for fire insur- 
ance, and praying that the State be 
saved from engaging in the insurance 
business, Ex-Assistant Attorney Gen- 
eral of Pennsylvania, Jesse C. B. Cun- 
ningham, of Harrisburg took a good 
sized wallop at State made rates in his 
address on “The Business Man and 
His Fire Insurance” at the twenty-sixth 
annual meeting of the Pennsylvania As- 
sociation of Insurance Agents held at 
Harrisburg on Wednesday, the ninth of 


June. 
Criticizes Schedule Application 

Mr. Cunningham criticized the fire in- 
surance companies for the method used 
in applying schedule rates in the rat- 
ing of any city, section or town. 

He said he believed rates in the city 
of Harrisburg are too high, and that a 
material reduction would result if the 
companies or rating association of the 
Middle Department would apply a key 
rate, and from that key rate tabulate 
an experience over a period of years 
dividing the premium secured on the 
basis provided in the application of the 
Universal Schedule, 50 per cent. for 
losses, 40 per cent. for expenses, 5 per 
cent. for conflagration hazard, and 5 
per cent. for underwriting profit. 

Mr. Cunningham said he did not be- 
lieve one city or section, or any one 
class of risk should be penalized by 
being compelled to pay for the careless- 
ness or condition obtaining in any 
other city or section, or for the bad 
experience on any other class of risk. 

Member Investigation Commissicn 

Mr. Cunningham will be remembered 
as being a member of the Legislative 
Commission appointed to investigate 
the business of fire insurance in Penn- 
sylvania. We will print his remarks 
on the above question at length in next 
week’s issue of The Eastern Under- 
writer. 

Changes Name, Widens Operations 

The name of the association was 
changed from The Pennsylvania State 
Association of Local Fire Insurance 
Agents, to read Pennsylvania Associa- 
tion of Insurance Agents, thus provid- 
ing for the admission to membership 
agents engaged in all lines of in- 
surance. 

Change Meeting Dates 

The date of the annual meeting was 
changed from the second Wednesday in 
June to the fourth Wednesday in 
September. 

Resolutions 

The following resolutions 
adopted: : 

“Resolved, that all agents engaged in 
the various branches of the insurance 
business be and are hereby extended 
an invitation to become members of 
this association. 

“Resolved, that we believe that all 
differences arising betwen agents and 
companies can be best handled by this 
association, and we therefore recom- 
mend that all such differences should 
be so submitted. 

“Resolved, that we condemn the 
Practice of certain companies who are 
issuing blanket or floater policies cov- 
ering chains of stores in this State, 
since we regard such practice as cver- 
head writing. 

“Resolved, that the thanks of this as- 
Sociation be extended to the Legisla- 
ture and to Governor Brumbaugh for 
the enactment of a standard fire In- 


were 


surance policy law, for use in this 
State.” 
The following officers were elected: 
President: Leo Schlandecker, Erie. 
Vice-Presidents: Anson P. Dare, 
Harrisburg; C. M. Bender, Towanda; 
John W. Evans, Berwick. 


Secretary and treasurer: H. M. Bird, 
Harrisburg. 
Executive Committee: Charles B. 


Lutz, Bloomsburg; James W. Doncas- 
ter, Rochester; C. T. Culp, York; 
Geo. W. Billman, Reading; Charles F. 
Humrich, Carlisle. 

Legislative Committee: J. H. Mus- 
ser, Harrisburg; Frank R. Leib, Hurris- 
burg; John E. Gipple, Harrisburg 

Delegates to National Convention: 
J. M. Larkin, Port |\Alleghany; Frank R. 
Leib, Harrisburg; H. A. Logue, Pitts- 
burg; W. H. Wren, Lewistown; Anson 
P. Dare, Harrisburg; J. H. Musser, Har- 
risburg; John W. Evans, Berwick. 





ANNEX LAW 





Underwriters’ Agency Measure Passed 
By Wisconsin Legislature Pro- 
vides for Fire 





The following is a copy of the law 
passed by the Wisconsin legislature 
covering the subject of underwriters’ 
agencies: 

“Section 1. There is added to the statutes 
a new section to read: Section 1946em. No 
insurance company, or department, or gen- 
eral agency of an insurance company, do- 
ing business in this State, or its officers or 
agents, shall issue any false or misleading 
advertisements or representations tending to 
conceal or misrepresent the true identity of 
the insurer or insurance company issuing any 
policy in or upon any property or risk in 
this State. 

“2, No insurance company or department 
or general agency of an insurance company, 
doing business in this State, shall issue any 
contract, advertisement or representations of 
any character giving the appearance of a sep- 
arate or independent insurance organization 
upon the part of any department or general 
agency, and the type of letter used in any 
contract, advertisement or representation shall 
set forth the name of the company or or- 
ganization assuming the risk more conspicu- 
ously than that of any department or gen- 
eral agency. Nothing herein contained shall 
be construed to prevent any representative 
of an insurance company from advertising his 
own individual business without specific men- 
tion of the name of the company or companies 
which he may represent. 

“3. Any violation of this section shall be 
punished by a fine not exceeding five hun- 
dred dollars. 

“Section 2. This act shall take effect upon 
passage and publication.” 


COMMERCIAL UNION FIGURES 





Fire Insurance Premiums in 74914 
Showed Increase of £176,945 
over 1913 





In the Fire Department of the Com- 
mercial Union Assurance Company, 
Limited, the directors reported at a 
recent meeting in London, that the net 
premiums for 1914 amounted to £3,- 
537,279, being an increase of £176,945 
as compared with the year 1913, and 
the claims paid and outstanding to £1, 
961,259, or 55.4 per cent. of the premium 
income. From the profits of this de- 
partment the sum of £160,000 has 
been carried to profit and loss, ieaving 
the fire insurance fund at £3,578,275. 
The net premiums received in tne Ma- 
rine Department were £474,007, and 
the claims paid and _ outstanding 
amounted to £215,595. The sum of 
£65,000 has been carried to profit and 
loss, leaving the marine insurance fund 
at £1,001,094. The net premiums re- 
ceived in the Accident Department 
amounted to £2,926,986, and the cluims 
paid and outstanding to £1,422,401. In 
the Life Department the new business 
of the year consisted of 3,944 policies 
for £2,601,141, of which £167,193 was 
re-assured with other offices, and the 
net amount retained by the Company 
at its own risk was £2,433,948. The 
claims by death (£329.546) were with- 
in the amount expected. 





A. K. BOUGHNER & CO. 
INSURANCE AGENCY 
Fire Automobile 
NEWARK AND VICINITY 
Brokerage Business Solicited 


38 Clinton Street 95 William Street 
Newark, N. J New York City 








THE BALDWIN RATING BILL 


NOT VETOED BY 





GOVERNOR 





There was Evidently Some Slip in 
Connection With Report Published 
Concerning Action on Measure 





On Tuesday there appeared in the 
Harrisburg and Philadelphia papers a 
statement, in connection with other 
measures which were passed by the 





As The Eastern Underwriter 
goes to press we received the 
following telegram: 


Harrisburg, Pa., 11:30 A. M. 

June 10, 1915. 

The Eastern Underwriter Co. 

Baldwin Rating Bill has not 

been vetoed. No action has as 
yet been taken. 

Samuel W. McCulloch, 
Deputy Insurance Com. 











recent session of the Pennsylvania 
Legislature, which had come _ before 
Governor Brumbaugh for his signa- 
ture, to the effect that the insurance 
rating bill drafted by the members of 
the Legislative Investigating commit- 
tee, to supervise the operations of fire 
insurance rate-making bureaus and in- 
dividuals and associations making 
such rates, had been vetoed by the 
Governor. 

\At 9:30 o’clock Wednesday night a 
representative of The Eastern Under- 
writer was advised that the bill had 
not been vetoed; that it had neither 
been approved or disapproved by the 
Governor, but that it was still in the 
attorney-general’s office, and would 
come up in due course for his con- 
sideration. 

The statement that the bill had been 
vetoed occasioned no little surprise 
among fire underwriters, they confi- 
dently expecting that the bill would 
become a law in view of the source 
from which it originated. 

Notwithstanding the statement that 
the bill had not been vetoed the fol- 
lowing, purporting to have come from 
Governor Brumbaugh, assigning his 
reasons for vetoing the bill appeared 
in the daily papers. 

The body of the bill is broaéer 
than its title, and that the Insur- 
ance Commissioner is given au- 
thority to examine bureaus, but 
not individuals and associations. 

While it is designated as a bill 
to prevent discrimination in rates, 
it in reality precludes all possibil- 
ity of competition, save as to 
purely mutual companies. 

Why should the necessity face 
an insurer of paying a rate fixed 
by self appointed boards, wholly 
without the control and regulation 

of the Commonwealth? It is an 


attempt to stifle competition and 

increase the cost of insurance. 

Evidently there was some slip-up in 
the machinery in the State House of 
Pennsylvania. 

It is generally expected that Govern- 
or Brumbaugh will sign the measure. 





For The Protection Of Its 
Policy Holders 


THE HANOVER 


Fire Insurance Company 


HAS A 
Cash Capital - - $1,000,000.00 
Cash Assets - - 4,743,Z33.00 
Cash Surplus to Policy 
Holders - - - 1,741,305.00 


The real strength of an insurance company ts in 
the conservatism of its management, and the man- 
agement of THE HANOVER is an absolute as- 
surance of the security of ite policy. 

R. EMORY WARFIELD - President 
JOSEPH McCORD - Vice-Pres. & Sec’y 
WILLIAM MORRISON - Asst. Sec’y 
JAMES W. HOWLE - - Gen. Agent 


HOME OFFICE: 
Hanover Bidg., 34 Pine St. 
NEW YORK 








D. V. PROSKEY 


NEW JERSEY FIRE 
INSURANCE AGENCY 
126 Market Street 
Paterson, N. J. 








Are Your Insurance Affairs 
Satisfactorily Handled? 


ARTHUR F. HOUTS & CO., Inc. 
GENERAL INSURANCE 
123 William Street, New York City 


Expert Attention to brokerage busi- 
ness and excellent facilities for hand- 
ling insurance anywhere in the 
United States and Canada. 








“STRONG AS THE STRONGEST” 


The Northern - Assurance Co. 


(LTD., OF LONDON) 
ORGANIZED 1836 
ENTERED UNITED STATES 1876 
Losses Paid - - $85, 000, 000 
Losses Paid in U. S. - $28,000,000 
EASTERN AND SOUTHERN DEPARTMENTS 


55 John Street 


NEW YORK CITY 











LOGUE BROTHERS & CoO. 
307 FOURTH AVE., PITTSBURGH, PA. 


General Agents for Pennsylvania 
REPRESENTING THE 
MICHIGAN COMMERCIAL INSURANCE CoO. 
CALIFORNIA INSURANCE CO. 
VIRGINIA FIRE & MARINE INSURANCE CO. 
MILLERS NATIONAL INSURANCE COMPANY. 
OHIO FARMERS INSURANCE CO. 








United States Branch 





INCORPORATED 1720 


Royal Exchange Assurance 


LONDON, ENGLAND 


92 William Street, New York 


> 


RICHARD D. HARVEY 


United States Manager 
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‘THE BUSINESS MAN AND HIS INSURANCE RATE 


By Ralph G. Potter, Secretary of Fire Underwriters’ Associa- 
tion of New York State 


Mr. Potter's talk was delivered at Dunkirk, N. Y., before the leading 


manufacturers and merchants of the community] 








As every merchant, manufacturer 
and all property owners contribute to 
the insurance tax collected to make 
good the great American fire waste, it 
should be of vital interest to know how 
your insurance rates are arrived at and 
by what organizations they are made. 

Some four years ago the legislature 
of New York State appointed a com- 
mission, known as the Merritt Com- 
‘mittee, and appropriated a large sum 
of money to enable Mr. Merritt’s com- 
mittee to investigate most thoroughly 
the fire insurance situation in New 
York State. Hearings were held in 
New York and testimony taken from 
a large number of fire insurance com- 
pany officials and rating managers. 
Circulars were sent out to chambers of 
commerce, trade associations, boards 
of trade and attorneys inviting com- 
plaints as to unfair rates or unsatisfied 
adjustments on the part of the insur- 
ance companies. Twelve complaints 
were received. Of these, I think some 
eight or nine were dismissed as un- 
worthy of consideration. The others 
were so trivial that it is perfectly safe 
to say that no charges worthy of at- 
tention were lodged against us. When 
the Merritt committee was through 
with its investigation, it reported to 
the legislature as follows, anent the ad- 
visability of allowing companies to 
cembine to make rates and rules and 
enforce their observance: 

The economic, even the sociological, 
of the application of schedule rating 
scarcely be overstated It is doubtless 


effect 
can 
true 


that schedule rating is at present by far the 
most powerful agent in the inauguration of 
good building construction and in checking the 
appalling fire waste of the country. 

Explanation of Power of Schedule 

Rating 

The power of schedule rating as an economic 
force can be very simply explained. It lies 


in the fact that it is specific and open; that 
is to say, the rate, instead of being made as 
a single lump sum, is in direct relation to 


the various features of the hazard. The im 


portance of this lies in the fact that when 
the insured sees just how, by making cer- 
tain chanees in his building, he can obtain a 
more favorable rate, there is a direct appeal 
to his pocket which is at once taken pe 
tage of. The change may consist simply of 
clearing rubbish out of the basement, or clos- 


ing an opening, or it may be the inclosing 
of the elevator shafts or the equipment of the 
building with automatic sprinklers. In any 
case the insured has before him the exact de- 


tails of how his rate is made up and can see 
just how much his rate can be reduced by 
making improvements. Usually the reduction 


rate is so great as compared with the cost 
improving the conditions that the changes 





are at once made. Even the expense, which 
is considerable of installing automatic sprink- 
lers is not in general greater than the sav- 
ing on from two to five years’ premiums. 

Not only does the application for schedule 


rating operate to improve already existing 
risks, but it leads in similar way to greatly 
improved construction in new buildings. Most 


new buildings of any importance built now- 
adays are slenneé with fall consideration of 
the reductions in rate which various features 
of construction will command It is not too 
much to say that to schedule rating is due, 
as much as to any other one cause, the credit 
for improvements in modern construction. 

It is this fact that gives schedule rating one 
of its chief values, in fact, that it eliminates 
discrimination—not completely, for in case the 
schedule is wrong one class will suffer at the 
expense of another—but at any rate the dis- 
crimination is all centered in the schedule 


itself. It certainly eliminates discrimination 


on the basis of “influence” which is the most 
vicious form of discrimination. And, even 
though the schedule is not perfect, it does 


what is most important, it adjusts the rates ap- 
proximately correctly inside of given classes. 

As a result of the work of the Merritt 
committee, the rate making organiza- 
tions of New York State, of which there 
are four, were placed by legislative 
enactment under the supervision of the 
Insurance Department. Authority was 
given to the Department to examine 
these rating organizations from time 
to time, and a law was passed prohibit- 
ing unfair discrimination in rates as 
between risks of the same class. The 
rating organizations of the State are 
then recognized bodies holding a quasi 





license to combine for the purpose of 
maintaining rates and rules, the State 
recognizing that a rating organization 
properly conducted is of very direct 
benefit to the public and that its work 
i: true conservation. Let me now ex- 
plain to you wherein our work is true 
conservation work. 
True Conservation Work 

I shall first take up the mercantile 
building. Mercantile buildings through- 
out New York State are rated under 
what is known as the Mercantile 
Schedule. The basis rate on which we 
start to build up a mercantile building 
rate is what is known as the key rate 
of the city. This key rate is deter- 
mined by the application of the key 
rate schedule. As you know, insurance 
companies inspect their risks either 
through co-operative effort as evidence 
b) inspection bureaus, or by means of 
individual representatives who visit a 
risk and report to their companies as 
to the condition in which they find it 
and pass upon the desirability of the 
risk and an underwriting proposition. 
The key rate of a city is based on the 
same kind of inspection. We examine 
an entire community as a company 
does an individual risk. 

Every element that enters into the 
desirability of a city or town as a place 
in which to write insurance is covered. 
A schedule called the key rate sched- 
ule is used for the purpose. This 
schedule covers the water supply, street 
mains, arrangement of hydrants, fire 
department and its equipment, its per- 
sonnel and its management, the width 
of the streets, proportion of brick to 
frame buildings, conflagration hazard, 
building ordinances for the handling of 
explosives and the like. Starting with 
a basis rate charges are made for de- 
partures from standard under all of 
the various items and what is known as 
the key rate or basis rate for a commu- 
nity is established. It is possible for 
a community, like an individual prop- 
erty owner, to reduce its base rate to a 
minimum by improvements to its water 
supply, fire department and by proper 
enforcement of a good building code. 
The rate resulting from the application 
of this schedule is the rate at which a 
naked building in the community to 
which the schedule has been applied 
could be written if not exposed and not 
occupied. To this basis rate charges 
are made for deficiencies in construc- 
tion, for hazardous occupancy, for de- 
fective lighting and heating arrange- 
ments and for bad housekeeping; and 
credits are given for features that are 
better than the average. 

Owner Can Determine His Own Rate 

Within reasonable limits the owner 
of a mercantile building can determine 
his own rate. If his building is seri- 
ously exposed by high rated and haz- 
ardous mercantile or manufacturing 
risks, he may cut off the exposure by 
installing wired glass windows or put- 
ting on standard fire shutters. If they 
are interior defects, such as open stairs, 
open elevators, light shafts, defective 
electric wiring, unsafe heating appara- 
tus and the like, for which a charge is 
made under the schedule, the charge 
can be eliminated by removing the 
cause, and I submit, gentlemen, that 
any property owner who maintains a 
mercantile building with open elevators 
and stairways which are always the 
keys to serious mercantile fires and 
which endanger not only his property, 
but that of his neighbor, should be pen- 
alized for it. If he has a basement 


filled with hazardous rubbish, as many, 
far too many are, that may be the seat 
of a conflagration at any moment, he 
should be penalized for it. 


I might 


mention 100 other hazardous conditions 
that our inspectors are finding daily 
that are a menace not only to property 
but to life as well and for which the 
property owner is penalized and that in 
nine cases out of ten could be entirely 
eliminated with but trifling expense. 

Do not lose sight of the fact that an 
incipient fire, or a fire which is con- 
fined wholly to the insured’s own prem- 
ises is up to a certain point a personal 
matter. It should be kept clearly in 
mind, however, that every incipient fire 
ix potentially a beginning of a confla- 
gration and hence is not a personal but 
very ‘obviously a community matter. 

If you agree with the foregoing state- 
ments, you will have to agree that any 
property owner that knowingly allows a 
condition to exist within his proper:y 
that menaces the property adjoining is 
an enemy to the community. Likewise, 
any community that allows conditions 
to exist within its confines that may 
cause a disastrous loss, either to life or 
property, is essentially an enemy to the 
State. 

Whole Country Pays Losses 

You must bear in mind in connection 
with the foregoing statements that Dun- 
kirk losses are not paid from Dunkirk 
premiums. The entire United States 
contributed to pay for the losses of the 
San Francisco conflagration. Dunkirk 
did its part. Dunkirk losses are paid 
by insurers elsewhere in the United 
States and Dunkirk should see to it 
that every provision that may be taken 
is taken to minimize the chances of in- 
dividual losses within its borders. 

We do not pretend to say and never 
will be able to say definitely how much 
ot a charge any specific defect in a risk 
is worth. Some charges may be a trifle 
high, some a trifle low. Unfortunately 
there is no way by which the exact 
hazard of defective construction or of 
certain special hazards may be deter- 
mined. We do know, however, that the 
general level of rates as produced by 
the various schedules returns enough 
revenue to the insurance companies to 
pay losses and expenses and barring 
disastrous conflagrations, sometimes a 
very small underwriting profit. 


One of the reasons which prompted 
me to accept the invitation to speak to 
you to-day was the fact that a rating 
organization does not advertise and my 
experience of three years as secretary 
of the Underwriters’ Association of 
New York State has convinced me that 
the time has come when the activities 
and engineering facilities of our organ- 
ization should be outlined to the public. 
Briefly, we have a corps of about sev- 
enty-five inspectors whose services are 
at your disposal “gratis.” We are glad 
to recognize requests for information 
or all points, touching the construction 
of a building, arrangement of fire haz- 
ards and the installation of fire appa- 
ratus. Among these inspectors are 
many graduates of technical schools, 
who have had the advantage not only 
of engineering experience, but of fire 
insurance experience as well. It may 
sound strange to you when I say that 
the insurance companies prefer a low 
rated risk to a high rated risk when a 
low rate means a good construction, 
good fire protection and good house- 
keeping. It is also a fact that the 
lower the rate the larger the line that 
any company will write on the risk. 

Daily Reporting System. 

Beginning with January 1, 1914, the 

organization of which I am in charge, 





has taken on the services of the F. w. 
Dodge Co. Briefly, the F. W. Dodge 
Co. reports daily to its subscribers al] 
projected buildings in the territory of 
which the subscriber secures service. 
These reports state the owner's name 
location and type of building, its pro. 


posed occupancy, in a brief way the 
general features of its construction 
and name of the architect. In 75 per 


cent. of the cases reported the plans 
and specifications also are available. 
These reports come to our office daily, 
It is the duty then of an inspecior in 
whose territory the risk is located to 
call upon the owner and architect and 
offer the services of this asociation to 
the end that the building when rated 
may be free from structural defects as 
would become a fixed charge on the 
property under a rating schedule. He 
can also, particularly in the case of a 
manufacturing establishment, advise 
the assured as to segregation of haz- 
ards, safeguarding of heating and light- 
ing apparatus and power plants. In 
cther words, we propose that the own- 
er of a new building in New York 
State shall have at least the opportu- 
nity of determining in advance, and as 
closely as conditions will permit, just 
what rates on his building and its 
contents can be made. If he fails to 
afford himself of such opportunities, 
offered him without cost, to build a 
gcod building and properly safeguard 
the hazards therein, it will be his fault 
and not the fault of the Underwriters’ 
Association of New York State. 
Computing Loss Ratios 
Unfortunately, the results of im. 
proved building conditions and the 
safeguarding of fire hazards are posi- 
tive only in the rate reductions shown 
thereby. The results as shown in the 
loss ratio must from the nature of 
things be computed over a long period 
o* years. In other words the results 
o* fire protecticn work are in a meas- 
ure negative. We may never know 
whether the elimination of a fire haz- 
ard, the enclosing of an elevator or 
stairway has saved a piece of property 
from destruction, except in rare cases. 
a 
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FARMERS’ 
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Assets (Dec. 31, 1913) . . $1,152,425 
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FLOATERS INSURING BAGGAGE 


RAILROAD CHARGE 





ELIMINATE 





Made Possible by Cummins Act Au- 
thorizing Increased Rate for More 
than $100 Value 





The Cummins Congressional Amend- 
ment, which was adopted last week, 
makes it unlawful for any railroad ‘o 
limit its liability to less than the ac- 
tual value of an article in any bill of 
lading on merchandise. The _ Inter- 
State Commerce Commission will not 
permit the railroads to increase their 
freight rates except as they have been 
heretofore limiting their liability for 
bills of lading on shipments of raw 
silk, live stock, household furniture and 
other specified articles mentioned in 
the tariff. On these articles, they are 
permitted to charge higher rates. The 
law further permits the railroads to 
charge ten cents for each additional 
$100 of value for any baggage checked 
under a passenger ticket. 

Gets Insurance idea 

Jones & Whitlock, special agents of 
the Insurance Company of North Amer- 
ica, have made a specialty of tourists 
and commercial travelers’ insurance 
for a number of years and, as soon as 
the passage of the Cummins Amen- 
ment was made public, Jones & Whit- 
lock saw therein an opportunity to 
give additional protection to the public. 

A tourist taking a two weeks’ vaca- 
tion with $1,000 value of baggage, 
spending the vacation at one location, 
would pay ninety cents to the railroad 
on the outgoing trip and ninety cents 
on the return trip totaling $1.80, while 
it would only cost him $1.30 to insure 
for the whole trip and have his bag- 
gage protected not only while tn the 
custody of the railroad but at all times 
wherever it is, including the fire risk 
in hotels, ete. 

If he traveled from point to pvint he 
would pay the railroads many times 
the cost of one policy. Jones & Whit- 
lock offer complete coverage on tour- 
ists’ forms fo, one per cent. per annum 
and on commercial travelers’ forms for 
two per cent. per annum. 

The railroads check baggage ur to 
150 pounds without additional charge, 
if they are assured that in the event of 
loss they will not be called upon to 
pay more than $100. 

Sums Up Situation 

Jones & Whitlock sum up the situa- 
tion as follows: 

“It is not a misdemeanor for the ship- 
per to place his own valuation at $100 
on his_baggage; but in the event of a 
loss, it would be a misdemeanor to try 
to collect more than that amount un- 
less the traveler had paid the carrier 
an additional rate for transporting and 
assuming the liability for excess value. 

“While this is not supported ny any 
court decision, the text thereof ema- 
nates from semi-official sources.” 

Since offering this coverage last 
Monday, Jones & Whitlock have been 
approached by representatives of sev- 
eral other companies who have offered 
to join in having the practicability of 
issuing this form of protection under 
the Cummins Amendment tested in the 
courts. Jones & Whitlock do not see 
the necessity for doing this. 





AMEND BUREAU CONSTITUTION 

The board of governors of the Casu- 
alty Re-Insurance Bureau at a meeting 
in the Casualty Exchange room on 
Tuesday amended the constitution of 
the bureau to change several techni- 
calities of bookkeeping. 





GORDAN WITH NEW ENGLAND 

Maurice J. Gordan, Republican City 
Committeeman of St. Louis, has become 
associated with W. A. O’Conner & Co., 
general agents of the New England 
Casualty, at St. Louis. 


LIABILITY OF STOCKHOLDERS 





W. H. Hotchkiss Argues Against Their 
Being Doubled in New York State 
—Would Reduce Facilities 





William H. Hotchkiss has returned 
from Albany where he made an argu- 
ment before the Constitutional Con- 
vention’s committee against the over- 
ture to impose a double liability upon 
the stockholders and joint stock asso- 
ciations organized for indemnity; 
guarantee or casualty purposes. 

Mr. Hotchkiss said that this is one of 
the most important amendments in in- 
surance, and should be killed. His ar- 
guments in brief follow: 


The words used will certainly result 
in prolonged litigation in case it should 
become necessary in case of liquida- 
tion of one of these corporations to as- 
sess the stockholders. If double a lia- 
bility is needed as to some insurance 
corporations it is equally needed as to 
all insurance corporations. 

Insurance corporations differ basicly, 
both in theory and practice, from bank- 
ing corporations. 

There are practical reasons which 
render the proposal peculiarly unwise. 

The change, if made, will greatly af- 
fect both the desirable comity with 
sister States and other nations, and, 
will reduce insurance facilities. 





PLATE GLASS MEN MEET 





Discontinue Inspection Bureau and Re- 
duce Rate on Glass Above Second 
Floor—C. H. Holland Presides 





At a special meeting of the Plate 
Glass Exchange, on Monday, it was de- 
cided to discontinue the inspection 
bureau, of that organization. This step 
was taken following the report of a 
special committee which was to investi- 
gate and make recommendation as to 
the advisability of such action. Each 
company wil] make its own survey and 
file cards with the exchange, showing 
the premiums and a copy of the sched- 
ule of sizes. When a complete survey 
of the city has been made by the sep- 
arate companies the inspection bureau 
will be reorganized. It was announced 
after the meeting that a reduction had 
been made on glass, on and above the 
second floor. Charles H. Holland, 
chairman of the committee, presided. 





CASUALTY-SURETY GOLF DAY 


The members of the Casualty and 
Surety Club of New York will hold a 
golf tournament on Tuesday, June 24, 
on the links of the Englewood Country 
Club, at Englewood, N. J. This date 
has been set for the annual outing of 
the club and the ready response of the 
members in entering the various 
events has assured the success of the 
affair. A special “golf dinner” will 
follow the sport of the afternoon. En- 
tries should be sent to F. R. Woodbury, 
secretary of the club. 





VALUES CALENDAR ADVERTISING 

The Globe Indemnity sent out calen- 
dars on June 1 with attractive adver- 
tising copy featuring hold-up insurance 
and telling the experience of one bro- 
ker who selected fifteen of his clients, 
t> twelve of whom he sold hold-up poli- 
cies. The premium on this class of in- 
surance is $15 per $1,000 of protection, 
with large commissions. By advertis- 
ing it in this way, the Globe has in- 
creased its business in this branch to 
a considerable degree. 





METROPOLITAN SPECIAL AGENT 

W. B. Renton, formerly special agent 
in the metropolitan district for Duer 
& Gillespie, has been appointed special 
agent of the Metropolitan Department 
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HARTFORD ACCIDENT APPOINTS 
The Hartford Accident & Indemnity 


of the Globe Indemnity as of June 10. has appointed Perry O. Bailey special 


agent for Northern New Jersey and 
southern New York and the S. C. 
Bishop & Co., agents in Elizabeth, N. J. 
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SHARP TALK ABOUT TWISTERS 


MADE BY PRESIDENT SHORTS 








Head of Health and Accident Under- 
writers Conference Says They 
Must Stop 





The Health and Accident Underwrit- 
ers’ Conference has sent out a copy of 
the resolutions against twisting which 
the conference adopted in St. Louis. 
President R. P. Shorts, of the confer- 
ence, has issued a statement about 
twisting. He declares that two or 
three companies which have never ac- 
cepted the Conference’s invitation to 
join are indulging in the practice. 
Continuing he says: 
~ “In thest dark, war-like days, we can 
find a few people, but not many, who 
consider it justifiable for a submarine 
to attack a defenseless boat at sea 
without giving the captain or passen- 
gers on board any warning or oppor- 
tunity to protect themselves—but even 
they would scarcely attempt to justify 
similar methods in present-day busi- 
ness war-fare. Yet it is a fact that a 
successful ‘twisting’ campaign *annot 
be conducted except by the use of just 
such methods, for if the company 
whose business is being raided has 
knowledge of the attack, it can usually 
protect its interests effectively by 
warning its policyholders against being 
misled. 


Time to Stop Twisting 


“Certainly it is high time to put a 
stop to twisting, and now that the 
insurance commissioners of the vari- 
ous States appreciate its demoralizing 
effects upon policyholders, agents and 
companies alike and are willing to co- 
operate in eliminating this old-time 
piratical practice from the business, 
every effort should be made by Con- 
ference companies to also interest the 
insurance press of the country in this 
movement with a view to publicly de- 
nouncing all offenders who, by their 
intentional acts, indicate a willingness 
and desire to build up their own 
business by tearing down that of 
competitors. 

“It is no defense to say that a large 
number of the industrial accident and 
health companies, now members of the 
Conference, formerly engaged in the 
practice of twisting—for most of them 
are willing to admit that charge. They 
soon realized, however, that the prac- 
tice was demoralizing to the business 
generally, either from the standpoint 
of the policyholder, the agent or the 
company, and this realization was the 
moving factor which prompted them to 
organize the Detroit Conference.” 


COSTS TOO MUCH 





Commissioner Shehan of Maryland 
Discusses Examination of Compa- 
nies By Department 





In discussing company examinations 
bry the Department, Commissioner She- 
han, of Maryland, says: 

“These examinations are costing en- 
tirely too much money. While it is not 
paid by the State, but by the compa- 
nies examined, this is no justification 
whatever for burdensome expenditures. 
I do not see how these expenses can 
be materially diminished under the 
present system of examinations. The 
statute law of Maryland requires each 
company organized under the laws of 
this State and doing business herein to 
be examined once at least during the 
commissioner’s term of office; this, to- 
gether with additional examinations 
which are required in certain events to 
be made, and the examinations which 
are by courtesy participated in with 
other State insurance departments, and 
of which there have been considerable 
in number and importance during my 
term, requires the continuous employ- 
ment of an examining force. To do this 
work the law provides for but a single 


examiner, but authorizes the commis- 
sioner to employ such assistants as he 
may deem necessary at certain speci- 
fied sums per day. Of this system I 
de not approve, and this disapproval 
is based upon my nearly four years’ 
experience in office. 

“Like every other well-organized de- 
partment, there should be permanently 
connected with and organized as a part 
of the insurance department a force of 
men sufficient to conduct the ordinary 
or average examination, and sufficiently 
skilled in every department of the work 
to render it necessary to call in addi- 
tional help only during those examina- 
tions where the volume of work re- 
guires larger numbers of accountants 
than it is found expedient to carry reg- 
ularly. These men would soon become 
so proficient that they could accom- 
plish much more work in a given time 
than new or inexperienced men, and 
the additional men at times called in 
would not necessarily be expensive. Mr. 
Joyce, the examiner, has attained a high 
degree of efficiency, and in employing 
necessary assistance I have sought to 
obtain the services of the best and most 
skillful men to be had, and as far as 
possible those who have had experience 
in working for the department, because 
experience and capacity are more eco- 
nomical in the end than ignorance and 
incapacity at a much less per diem. 
Such a system is nevertheless in its 
best aspect too expensive to the com- 
panies examined. The experience in 
cther States have so found it, and 
Maryland should seek to have these ex- 
aminations made with as little cost as 
is consistent with thoroughness and 
efficiency.” 





CHANGE AT ROCHESTER 


The Travelers announces the exten- 
sion of its branch office, in Rochester, 
New York to include the compensation 
and liability department, the office hav- 
ing supervision over Rochester and 
vicinity. Milton P. Link, who has rep- 
resented the company for several 
years. recently in its Metropolitan of- 
fice, New York City, has been appoint- 
ed manager of the compensation and 
liability department and for the Trav- 
elers Indemnity Co. He will be as- 
sisted by a number of able snecial 
agents experienced in present insur- 
ance practices in the State of New 
York. 


The appointment of Roscoe R. Ciark, 
formerly assistant manager, at Cleve- 
land, O., as manager of the compensa- 
tion and liability department, Cleve- 
land branch office, succeeding H. L. 
Paddock, who is promoted to the posi- 
tion of field assistant, agency depart- 
ment, home office, is also announced. 





Fred H. Nourse, one of the best-known 
general agents of the Fidelity & Casu- 
alty Company, began life as a railroad 
brakeman. He was born in Bethlehem, 
N. H., in 1858, educated in New Hamp- 
shire public schools and the State Nor- 
mal School, and in 1876 became a rail- 
road man. He rose from brakeman to 
conductor, and was afterward appoint- 
ec a station agent and given supervi- 
sion over several stations. In 1894 he 
abandoned railroads, and went with 
George N. Kent, forming the firm of 
Nourse & Kent, in Lancaster, N. H. In 
1902 the firm was dissolved, Mr. Nourse 
retaining the local agency of the Fidel- 
ity & Casualty. 
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TRAVELERS NEW WAR RIDER 


IN WAR ZONE 





COVERS RISKS 





Applications Now Contain Agreement 
Not to Visit Europe, Asia or 
Africa 


The Travelers has sent out the fol- 
towing war rider: 


War Rider to be attached to and 
form a part of Policy No.— ——— 
issued to , the In- 
sured, by The Travelers Insurance 
Company, Hartford, Connecticut. 

During the continuance of war in 
Hurope, Asia and Africa, or any of 
them, and for three months after 
the declaration of peace by the 
governments at war, this policy 
and any beneficiary insurance in- 
corporated therein, or beneficiary 
supplement issued in connection 
therewith, shall not cover accident 
or injury, whether fatal or non- 
fatal, sustained by the insured 
and-or, insured beneficiary any- 
where on land or sea within the 
War Zone herein described, to-wit: 
East of Meridian 20 West of 
Greenwich, and West of Meridian 
170 West of Greenwich, which 
shall result wholly or partly, di- 
rectly or indirectly, from war or 
riot, or from any weapon, imple- 
ment, projectile, explosive or con- 
trivance of any kind used in war- 
fare, or which shall result from or 
be caused by damage to, wreckage 
or loss of any vessel by whatever 
cause. 

Nothing herein contained shall 
vary, alter or extend any provision 
or condition in the policy other 
than as herein stated nor shall the 
limitations herein contained apply 
to or affect coverage of the policy 
as to accidents and injuries sus- 
tained outside of the aforesaid 
War Zone. 

The Travelers Insurance Company. 
In explaining it the Company says: 
The Travelers has sent out a war 
rider. 
To Field Representatives: 


RE—WAR RIDER-9473 
Foreign Residence or Travel and the 
War Hazard 


As it is impossible to cover by acci- 
dent policies the additional hazards 
created by present conditions of war, 
the Company finds it necessary to ex- 
clude the results of such hazards. It 
will continue to cover the usual haz- 
ards pertaining to life as nearly as 
possible while excluding these war haz- 
ards. It has, therefore, prepared a 
rider, copy of which is enclosed, which 
excludes certain accidents dependent 
upon war conditions. A war zone has 
been created which is described as 
East of Meridian 20 West of Green- 
wich, and West of Meridian 170 West 
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of Greenwich, so for example, the rider 
is not effective going west on the Pa. 
cific Ocean until after the Hawaiian 
Islands are passed and going east on 
the Atlantic Ocean until a line is 
reached which is about 600 miles from 
the British Isles, but is effective in 
Europe, Asia, Africa and Australia, and 
on all islands and in the waters within 
this war zone, as in this part of the 
world war conditions do or may prevail, 
New Risks 


In taking applications for new in- 
surance from now on, war rider inust 
be secured in all cases where there is 
any possibility that the applicant will 
visit the “War Zone” during the con- 
tinuance of the present wars. In all 
other cases, the question in the appli- 
cation in regard to special journey or 
hazardous undertaking, must be an- 
swered as follows: “I agree not to 
visit Europe, Asia or (Africa during the 
present wars.” 

Renewals 

War riders must be secured at once 
from all accident policyholders whose 
business will take them during the 
present wars to any part of the War 
Zone above described. Signature of 
beneficiary must be obtained in cases 
where there is a beneficiary supple- 
ment attached to the policy or bene- 
ficiary insurance incorporated therein. 

Continuing until otherwise advised, 
agents and brokers are further in- 
structed to inform the Company by 
wire if necessary, of any policyholder 
who is leaving or about to leave, this 
country or Canada for any part of the 
world, within the “War Zone” de- 
scribed in the rider, and if signed 
rider is not secured prior to the in- 
sured’s leaving, it will be necessary to 
cancel the insurance. 

Agents and brokers are also instruct- 
ed to inform the Company at once of 
any policyholder who is now abroad 
or on the high seas, with address 
where he can be reached by mail. 

It is most important that each and 
every representative of the Company 
give his best attention and effort in fol- 
lowing out the above instructions. 
The Travelers Insurance Company. 





TO RE-INSURE U. §S. BUSINESS 





The London & Lancashire Indemnity 
Company Will Supersede London 
& Lancashire G. & A. 





With the consumation of the organi- 
zation of the London & Lancashire In- 
demnity Company, that company will 
write all the new business placed by 
the agents of the London and Lanca- 
shire Guarantee & Accident, re-insuring 
the American business of that company 
in time. 

Archibald G. Mcllwaine, president, 
Charles E. Dox and Sam B. Stoy, vice- 
presidents, and George C. Howie are 
the officers of the new company. 

The London & Lancashire Indemnity 
was organized in New York State last 
year. It has a capital of $750,000 and 
surplus of like amount, which have 
ben paid in, and the company will start 
to write business immediately. 





FINE SURETY RECORD 

James H. Hughes, D. P. Spotts and C. 
E. Bates, heads of the surety and fidel- 
ity divisions of the Casualty Company 
of America, have increased the pre 
miums in their department almost 100 
per cent. during the first four months 
of this year over the same period in 
1914. The loss ratio for the surety busi- 
ness of 2.6 per cent. and the fidelity 
business of 6.7 per cent. for last year 
is nearly a record-breaker. 
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| [Special Talks With Local Agents 


Renewal certificates are 

Accident valuable papers and 

Insurance should be treated accord- 

Renewals ingly. Renewal  certifi- 

cates should not be deliv- 
ered unless the agent knows the - as- 
sured is in good health. 

We wish we could persuade every 
cne of our agents that these two state- 
ments enunciate requirements of suffi- 
cient importance to deserve active and 
unfailing observance. 

The requests that reach us either to 
accept lost receipts for or to issue 
duplicates of renewals that have been 
lost by the agent or by the assured, are 
altogether too numerous. For some 
reason these requests have been in- 
creasing recently, and it seems to have 
been assumed that there is nothing in- 
yolved but the replacement of the lost 
certificate, and that compliance with 
such request should be a mere matter 
of form. The fact is apparently over- 
looked that so long as a renewal cer- 
tificate is countersigned and outstand- 
ing there is at least a contingent lia- 
bility under the original policy; that 
indeed: such certificate is exactly what 
it purports to be—the renewal of the 
policy itself. This being so, the re- 
newal certificate should be carefully 
preserved while in the agent’s posses- 
sion; and its significance should be in- 
pressed upon the assured when it is 
delivered to him, so that he will either 
return it promptly, if not wanted, or 


keep it with his other papers of value, 
if he decides to retain it. 

To deliver a renewal to an assured 
who is known not to be in good physi- 
cal health is a distinct breach of the 


duty that every agent owes his com- 
pany. Furthermore, it is the affirma- 
tive and equally essential duty of an 
agent to ascertain definitely that the 
assured is in all respects in good phys- 
ical condition before renewing the risk. 
It is on that basis alone that the com- 
pany is willing to renew, and the re- 
newal certificate so indicates on its 
face. 

Unfortunately, however, we find 
many instances where this duty is not 


observed. It develops usually in con- 
nection with a claim, that the assured 
was not in good health when he re- 
ceived his renewal, and under these 


conditions the agent is fnvariably 
tlamed by both sides for the ensuing 
trouble—by the assured for giving him 
the renewal, and thereby misleading 
him, and by the company for not with- 
holding it. 

Some time ago we were confronied 
with the case of a man who had been 
an invalid and confined to his house 
for several years, yet one of our agents 
had mailed him a renewal each year, 
presumably in total ignorance of his 
condition. This was, of course, an 
tnusual incident, but it serves to indi- 
cate the extreme laxity with which 
some agents regard their responsibility 
in this matter of delivering renewals, 
and also serves to emphasize the neces- 
sity for exercising care in that respect. 
—Fidelity & Casualty Bulletin. 


* * * 


Farming and insur- 


Have You ance are allies. 

an Both depend upon 

Insurance Farm? three things for 

, their crops—sow- 
Ing, cultivation and market. 

The farmers sow, cultivate and take 
their product to the market. The in- 
Surance man must adopt the same pro- 
cedure. His territory is his farm. His 


seed we furnish through our advertis- 
ing, applications and policy forms. 
These must all be planted in fertile 
sround, i. e., sub-agents, brokers and 
the public. Next comes cultivation. If 
he expects a good crop, he must till 
them from morn to night unceasingly. 
What good farmer plants his seed and 
leaves it? 


Insurance farming beats the regular 


thing the proverbial mile. Finally 
comes the market, which is the com- 
pany. Everything raised is not taken 
but a good farmer quickly learns how 
to keep the weeds out of his fields. 
An insurance man can’t do better than 
follow the example of his country bro- 
ther. The hinge of the venture is cul- 
tivation of sub-agents, brokers and the 
public. Try real farming; don’t scratch 
the surface and then stop.—Maryland 
Casualty Budget. 


7’. * * 


The gain in net premi- 

Possibilities ums during 1914 for all 

of Fidelity companies in the United 

Business States was approximate- 

ly three-quarters of a 

million on fidelity bonds alone. The 

total net premiums for the year were 

over eight million dollars, and the gain 

over the preceding year was approxi- 
mately 10 per cent. 


These figures assume more signifi- 
cance when we consider that fidelity 
business was first introduced in this 
country in 1876, developing very slowly 
until the 1890’s. As late as 1884 fidel- 
ity premiums in this country aggregated 
less than $250,000, and the principal 
growth has come within the last decade 
and a half. It is also significant that 
none of the so-called casualty lines, 
with the exception of surety liability, 
workmen’s compensation, and accident 
insurance equal in net premiums the 
fidelity bonding business. 


While recent development of this busi- 
ness has been rapid the field for new 
business is still broad. Thousands of 
employers throughout the land have yet 
to be converted to the use of fidelity 
bonds, from the small storekeeper or 
business man to the large corporation, 
and as time goes on it becomes easier 
to convince employers that they should 
bond their employes. 


To answer the question “How to go 
about it?” The first step is to read 
through a fidelity bond and become fa- 
miliar with its coverage. Then make 
up your list of prospects, using your 
rate manual for suggestions as to dif- 
ferent classes of business where bonds 
are commonly in use. Prepare pros- 
pects for your visits by sending out a 
circular letter on the subject, and then 
make your round of visits. The new 
advertising folder, form S-1101, em- 
braces a general argument in favor of 
fidelity bonds and may well be used 
to accompany your circular letter or 
to hand to prospects when you call 
upon them. 

Never back down in the face of an 
employer’s assertion that he trusts his 
employes. That is the very reason why 
he needs fidelity bonds for the greater 
the trust, the greater is the chance of 
loss.—The Co-Ordinator. 





NEW BURGLARY DECISION 





Fire Department Breaking Into Prem- 
ises Not Sufficient Evidence to 
Recover Loss 





The Appellate Division of the Su- 
preme Court of the State of New York 
has reversed the judgment of the Su- 
preme Court in the action brought by 
Harry Dangler against the National 
Surety Company under a mercantile 
burglary policy for a loss which is al- 
leged to have occurred through bur- 
glary. According to the testimony on 
the night of the loss a fire occurred in 
the building where Dangler had his 
place of business, and the firemen were 
forced to break into his place to fight 
the flames. 

In the opinion the court says that it 
is shown beyond contradiction that the 
visible marks of violence on the door 
and windows were produced by the fire- 
men, who broke in to carry hose 
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PERSONA 
AND HEA 


R. R. CORNELL, Vice-Pres, 


THE 


METROPOLITAN 


INSURANCE CO. OF NEW YORK 
(Formerly The Metropolitan Plate Glass and Casualty Insurance Co.) 
47 CEDAR STREET 
Chartered 1874 


L ACCIDENT 
LTH 


OF THE MOST APPROVED FORMS 
EUGENE H. WINSLOW, President 
8. WM. BURTON, Sec. 


Reliable and Energetic Agents Wanted 


CASUALTY 


POLICIES 


ALONZO G, BROOKS, Ass’t Bee, 








HEAD OFFICE 


CHICAGO 
F. W. LAWSON 


General Manager 
Liability, Accident, 
Burglary, Boiler and 
Credit Insurance 


THE SIGN OF GOOD CASUALTY INSURANCE 





fer gy - 
Established 1869. 


London Guarantee & Accident Co., Ltd. 


OF LONDON, 


F. J. WALTERS 


Resident Manager 
55 JOHN STREET 
New York 


Elmer A. Lord & Co. 
145 Milk St., Boston 


Resident Managers 
New England 


ENGLAND 








C. A. CRAIG, President 


The National Life and Accident Insurance Company 
NASHVILLE, TENNESSEE 


Industrial, Life, Health and Accident Insurance 
in ONE policy 


C. R. CLEMENTS, Sec, & Treas. 











JACKSON & POTTER, Inc. 


1 Liberty Street - NEW YORE CITY 
General Agents 
PREFERRED ACCIDENT 
ALL CASUALTY LINES 


‘*Preferred Service’’ 











through the premises, on the night of 
the alleged burglary. 

The case was tried before Mr. Justice 
Cohalan and a jury, which rendered a 
verdice in favor of the plaintiff. Judg- 
ment was thereupon entered in the 
sum of $3,106.78. The insurance com- 
pany through its attorney, Joseph 
Prager, appealed the case. 


The Employers’ Liability 
Assurance Corporation, Limited 


The original and leading Liability 
Insurance Company in the World 
GIABILITY, STEAM BOILER, ACCIDENT, 
HEALTH, FIDELITY 
AND BURGLARY INSURANCE 


United States Branch 
SAMUEL APPLETON, United States Manager 


Employers’ Liability Buliding, 
33 Broad Street, Boston, Mass. 


ACENTS WANTED 








20 THE EASTERN UNDERWRITER June 11, 1915, 














PURELY MUTUAL THE CHARTERED 1857 


Mutual Life Insurance Co. A CORRESPONDENCE COURSE OF 
Northwestern Mutual hint INSTRUCTION IN LIFE INSURANCE 


GkO. C. MARKHAM, President 


INSURANCE IN FORCE, $1,365,299,749 ; 
SATISFIED POLICYHOLDERS to the number of 11,613 (out of 43,541 Among the many advantages enjoyed 
applicants) applied for $54,587,290 of additional insurance in The S ae 
Northwestern during 1914. by representatives of The Equitable Life 
NORTHWESTERN POLICIES are easiest to sell and stay longest in force. - 2 4 
Mortality 55.87%. Interest 4.97%. Expense 10.53%. Assurance Society of the United States 
AGENTS PROTECTED by enforced No-Brokerage and Anti-Rebate Rules. . f 
nineties thens Rein is a Correspondence Course of instruction 
Before Selecting Your Company | “Large Dividends” dealing with the fundamentals of life 
Corporation Insurance oo os Low Cost underwriting and the practical side of 
Partnership Insurance Superintendent of Agencies Service Policy field work. 


Milwaukee, Wi 

While the Regular Course of 27 Lessons 
and Official Answers are _ reserved 
exclusively for Equitable representatives, 
the Preliminary Course consisting of 3 
Lessons will be sent to anyone on request. 


Address: 
Correspondence Course Bureau 


The Equitable Life Assurance Society 


OPPORTUNITY: District Agency Open in Prosperous Section OF THE UNITED STATES 


of Central West. 
BANKERS LIFE COMPANY P. O. Box 555 


Des Moines, Iowa New York City 




















Income Insurance 


















































Solicitors are like gizzards, no good without grit. How many times have you promised yourself to cut loose from your present environ- 
ment «nd connect with some young company where you can find a future worth considering? When you climb to the top of the rut 
you have always traveled in, and look out into the wide world, you lack grit to make the first step, don’t you? Ambition is the main- 
spring of success, but a mainspring has no force unless you wind it up. Grit is the key with which you can do the winding. Jf you 
have ambition enough to desire a better position, and grit enough to go after it, you can spend the winter months in a country where 
the sun shines every day; where the roses bloom perpetually ; where frosts are few and a freeze almost unknown. You can secure a 
good position in a state where only eleven companies wrote as much as a million each last year; where a competitor does not lurk 
behind every bush, and the first wail of a new born infant is not “hard times.” If you have the grit to make a change and a reasonable 
amount of ability you can obtain a connection with the Louisiana State Life Insurance Company, of Shreveport, Louisiana, that will 
mean the realization of all your dreams. That will mean promotion as rapidly as you are entitled to it and the capitalization of your 
individuality at its full value. The president of this Company is W.T. Crawrorp; Vice-President and General Manager, THomas P. 
Luoyp, M. D.; Superintendent of Agencies, W. M. Linpsey, all of Shreveport, La. 








——! 


. . —I ; 
The Fidelity and Casualty Company of New York | 
y Liberty —, —_ y ¥. Reduces Rates, Protects Property 


Annual Statement, December 31, 1914 ‘ 
Assets Sane on am Sovces a6seteae Ree d S L f 
Rs cs caicndccscdves cicwinamaeens Of 8,319,608.72 an aves 1 e 
Capital... side” doth he AA allele eh els ks 1,000,000.00 
Surplus over all Liabilities tee 2,539,120.81 
Losses paid to December 31, 1914 48,580,800.32 











The “‘Relc’’ Stationary Chemical Engine connected to inte- 


THIS COMPANY ISSUES CONTRACTS AS FOLLOWS: rior standpipe and hose systems, employing small piping, 
Fidelity ) gm ote omy meng sm Boalt, sod “oo Somppenees Dergiorz, Logseng, with the customary number of outlets on each floor of a 
an eft Insurance; ate ass Insurance; iability Insurance—Employers, Public, Teams ildi : : : n 
(Personal Injury and Property Damage), Automobile (Personal Injury, Property Damage and building furnishes ay effective defense against fires that can 
Collision), Physicians, Druggists, Owners and Landlords, Elevator, Workmen’s Compensation— not be extinguished with portable apparatus. 
Steam-Boiler Insurance; Fly-Wheel Insurance. 
It has been used successfully to supply Automatic Sprinkler 


Systems in the more hazardous parts of buildings, where 
fires cannot ordinarily be controlled by water alone. 


fJrudential Sasualty Su. The principle of the “RELC’’ Chemical Engine has been en- 


dorsed by the Underwriters’ Laboratories, Inc., Chicago, 
INDIANAPOLIS Ill., and reductions have been made in fire insurance rates 

LINES WRITTEN for this protection where application for credits have been 

Commercial Accident and Health, Burglary and Plate Glass; Automobile made to the proper rating organization. Send for catalogue. 
—Liability—Property Damage—Collision; Employers’ Liability—Public 
—Teams—Elevator; Workmen's Compensation—General Liability 


—lIndustrial Accident and Health. Relc Extinguisher Corporation of America 


Assets Over a Million 95 William St, NEW YORK Empire Building, ATLANTA, GA. 
Satisfactory Service to Policyholders and Agents 









































